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AUTOMATIC EARLY WARNING is your best safeguard! 


@ Despite elaborate precautions fires still break out. Once started 
they must be tackled quickly if major damage is to be prevented. 


Our Fire Brigades are the best in the world but the odds are 
heavily against them from the beginning if an outbreak goes 
undiscovered until it has gained a firm hold. 


YOU GAN PREVENT THIS! 


Make sure your premises are protected by an efficient, 
super-sensitive fire detector system —a system that will give 
early warning automatically, day or night. 


As a first step, send for our booklet ‘‘ Yours today — but tomorrow?”’ 


00900 


LEICESTER 


i FIRE ALARM SYSTEM 


Approved by the FIRE OFFICES’COMMITTEE 


GENT & COMPANY LIMITED . FARADAY WORKS . LEICESTER 
London Office and Showroom: 47 Victoria Street, S.W.1. 
Aise at BIRMINGHAM * BRISTOL * EDINSURGH * GLASGOW * WEWCASTLE * BELFAST 





Other Products include : Synchronous Clocks . Controlled Electric Clock Systems . Time Recorders . Burglar Alarms . Staff Location Systems . Process Timers . Etc. 
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ECONOMIC PROSPECT 


Survey and Forecast of Business Conditions 





Production 
rising 


No 
investment 
boom 


Profits 
outlook 
good 


JULY, 1959 


p> Industrial production may rise 4 or 5 per cent this year. 
Businessmen are likely to work on lower stocks than in 
recent years so that production will be geared more closely 
to demand. 


p Economic policy is to keep consumption buoyant until 
investment catches up, and consumption is in fact going very 
well and likely to continue to do so. Hire purchase debt, 
most of it personal, is growing at the rate of £350 million 
a year and will probably continue to grow at somethin 
like this rate for the next few months and then level o 
gradually. 


p> Tax reductions from the last Budget are now effective 
and have put extra money in people’s pockets. 


& ye increases will give more spending power, but not 
until fairly late in the year and then not very much. 


p> Employment will rise, but only slowly, and, in total, 
according to the London and Cambridge Economic Service, 
“the additional employment might be as little as 100,000; 
200,000 would seem to be an outside figure.” 


p in the BUSINESS enquiry into contract engineering 
and contract design orders, more businessmen report 
orders up than down, and they are generally optimistic. 
it seems quite clear, however, that there will be no boom 
in private investment this year. Sixty per cent of the 
businessmen replying to the latest Federation of British 
Industries enquiry said that they were working below 
capacity, and the same proportion expected to authorize 
less expenditure on plant and machinery this next [2 
months as expected to authorize more. 


p The National Institute of Economic and Social Research 
estimate that private and public fixed investment may 
increase by 5 per cent this year. 


p> The general outlook for factory building is not good. 
On the other hand, buoyant personal incomes and lower 
lending rates should make 1959 a good year for house- 
builders and their supporting industries. 


p World trade is expanding; the prospect for exports is 
good. 

p> The currency reserve position is sound. 

p> Bank rate is unlikely to rise in the near future, but 
short-term rates may remain high. 

> Output is rising faster than employment so that output 


per man is increasing. This, and a generally firm state of 
demand should mean higher profits. 








OUTLOOK FOR INDUSTRY 


Steel production in May was 5,500 tons a week up on 


BUSINESS presents this month a second indicator of 
manufacturing activity during the coming months. This 
indicator, an analysis of the prospects of contract 
engineers, supplements that for contract designers which 
was inaugurated last month. Both will be regular 
monthly features. 


These analyses are significant. It is well known that 
when a boom is approaching, larger firms let out much 
of their design and engineering work to the smaller con- 
tractors; when a recession is approaching they keep it 
at home 

Business takes pleasure in acknowledging the 
co-operation of members of the Engineering Industries 
Association and of tle Federation of Engineering 
Design Consultants and other design consultants, in pre- 
paring these guides to future business activity. 

In contract design there is little change in employment 
over the month but more report orders up than down 
In contract engineering orders are up considerably 


Motor car production is at full stretch and likely to 


remain so for at least some months. 


Shipbuilding. The tonnage under construction at the end 
of April was 1.9 million gross tons. This is slightly 
below the average for the last five years. Order books 
are shortening. 


The aircraft industry is very short of orders, but exports 
of aero engines are at record levels, and prospects are 


May last year. Sheet steel and light products are doing 
well. The demand for heavy steel is depressed, but 
should pick up by the end of the year. Everywhere 
stocks are low. 


Jam and marmalade production has been falling 
steadily. About 95 per cent of production is sold on the 
home market and conditions here are likely to continue 
competitive 


Pig iron production in May was 240,500 tons a week 


compared with 231,300 tons in April. 


Nickel demand in 1959 is likely to be higher than in 
1958, but there will be no shortage of supply 


Copper price has fallen below £220 a on. (1959 High 
£258 a ton.) Production is high and the prospect is that, 
barring a strike in the US, copper will be in easy supply 
Electrical copper wire makers can expect competition 
within the industry to become very keen. 

Tin export quotas have been raised, but the 
remains near the year’s high point of £791 a ton 


price 


The primary aluminium industry still has excess capa- 
city. The price has been £180 a ton for over a year 


Engineering and electrical goods industries. The latest 
statistics confirm that the recovery in this group 
continues and indications are that April production was 
































good well up on April 1958. 
CONTRACT DESIGNERS 
Mechanical and General Tool 
37 per cent orders up by One-third reported orders up by an 
The situation now* aati =e percent. Another ave Be 16 per cent. prt hee 
per cent reported no change. re ed no change. 
compared with The remaining quarter cr . 
‘s orders down Ne 10 per cent. 
. Four - fifths reported no change. Four - fifths re no change. 
MONTH EMPLOYMENT The rest re employment Most of the others reported employ- 
down by almost 20 per cent ment down. 
pra ty orders up by an Two-fifths reported orders up by an 
: cent. 30 per cent average of about 20 per cent. 3} 
The situation now ORDERS may et 20 percent. | third reported them down by 40 
teh per cent no change. per cent. 
37 per cent reported employment Almost one-half reported employ- 
preceding ae by an batons pha Ae act 30 per cent ment down by 25 per cent. One- 
cent reported it third reported no change and the 
YEAR EMPLOYMENT yh by about Pos per cent. The remainder reported employment 
remaining quarter reported no up by about 35 per cent. 
change. 
ORDER PROSPECTS for next three 30 per cent thought prospects much One-fifth thought pros better 
months compared with preceding better. 20 per cent thought them or much better. About three- 
three months. better. 50 per cent thought them quarters thought them about the 
about the same. same. 
*May, 1959 
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ECONOMIC PROSPECT 


Turbines and heavy electrical equipment will benefit Oil supply continues in excess of demand and prices are 
immediately from the US ruling that imports of these unlikely to rise 


are not a threat to national security Do-it-yourself. Loans to buy old houses and grants to 


Rubber price has dropped from its peak but demand modernise them should lead to some revival in house 
should remain steady this year decorating and do-it-yourself industries. 

Refrigerator manufacturers are working to capacity Bicycle output is depressed and prospects do not look 
Demand should remain buoyant for some months good 


There is a trend towards installing refrigerators as a 


Agricultural engineering sales are high and a good year 
standard fitting in quite cheap new houses 


is expected in both home sales and exports 
Hosiery. The volume of sales was up in the three 


Washing machines are still selling at peak levels and 
months ended April, but prices were down 


most manufacturers are working to capacity. Prospects 
Leather footwear production in the first quarter was are good 


running at the same rate as in 1958 Paper for packaging is in strong demand. Consumpticn 


Carpets, rugs and mats. Sales in April were 14 per cent of newsprint is rising and prospects here are good pro 
up on a year ago, and the outlook is good vided the printing dispute is not prolonged 
Furniture sales at retail have been very good and are Man-made fibres. Short time working has ceased at 


likely to continue so British Nylon Spinners’ Doncaster works. Outlook is 
Cinemas have been given some tax relief but it is good, especially for exports 


unlikely that this will save many of the small cinemas Cotton and wool both report some increased demand 
scheduled to close this year as a result of restocking 

Chemicals. Impressive investment is taking place in the Bricks are in great demand and local shortages have 
manufacture of chemicals from petrol. Demand has developed. Demand will continue high 


been buoyant for paints and packaging materials. 


Cement production is slightly up and stocks slightly 
Coal will continue to lose ground to oil 


down. Sales this year should exceed those of 1958 


Are Your Costs and 
4 . . ? 
CONTRACT ENGINEERS Prices Realistic ? 























This table, based on retail price indices, 
gives a rough set of conversion factors for 
Two-thirds report orders bringing values up to date. For example, 
ORDERS up by an average of 50 per if you bought a machine for £100 in 1931, 
cent. One-quarter report for which year the conversion factor is 2.9, 
The situation now* them down by 20 per cent. you would expect a similar machine now to 
4 h cost, roughly, £290. The table will be 
ete a PEIRCE —— amended to reflect appreciable changes in 
preceding Two-thirds report no the index 
MONTH pr change. One quarter report 
capacity up by 10 per cent. Con- Con- 
version version 
Fact Y F 
Three-fifths report orders vane — _ — 
up by an average of 50 per 1913 42 1936 29 
ORDERS cent. Almost two-fifths 1937 28 
report them down by 30 1919 2.0 1938 27 
The situation now4 per cent 
compared with a 1921 19 
preceding Over half report capacity 1922 — 23 | 1946 — 18 
PRODUCTION up by an average of |5 per 1923 2.4 | 1947 1.7 
YEAR CAPACITY cent. 30 per cent report no 1924 2.4 1948 16 
oan. 1925-24 | 1949 ~ 15 
1926 25 | 1950 15 
16 per cent think order 1927 2.5 1951 1.3 
prospects much better. 29 1928-26 | 1952 — 12 
ORDER PROSPECTS for the following per cent think them better. 1929 2.6 1953 1.2 
three months compared with pre- 45 per cent think them 1930 27 1954 12 
ceding three months. about the same. 10 per 1931 29 | 1955 it 
cent think them worse. 
No one thought them 1932 3.0 | 1956 1. 
much worse. 1933 3.0 1957 1.0 
1934 3.0 1958 1.0 
*May, 1959 1935 — 3.0 | 1959 — 10 
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BUSINESS MACHINES 

(CALCULATORS) 

Empire House St. Martins-le-Grand London ECI 
Telephone monarch 7994 


47-51 Worship Street London EC2 Tel monarch 9791 





Let’s be factual about this .. . 

why, amongst all the adding/listing 
machines in the worid, do more 
businessmen choose apbo— 

and why should you? 

The fact is... 

the ADDO and appo-x range of full or 
simplified keyboard machines is the 
largest in this country. What's so good 
about that? Firstly you needn't spend 
weeks searching for that one machine to 
do your job. appo have it. And when you 
want a second, third and fourth machine 
for other work you can standardise on 
ADDO—with all the advantages of 
combined service, interchange of 
operators, and low upkeep costs. This is 
the businesslike kind of arrangement in 
which aDDo excels—and naturally its 
standard of work is as high as they come, 
or how else could it hold its dominating 
position in this competitive business 
world! You will also see the appo name 
on some fine accounting machines— 

and on the precision printing units in 
electronic computing and data 
processing equipment. 
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AUTOMATION 
COMES TO SUMLOCK MACHINES 









































































































































































































































sumlomatic 


-the machine with the magic multiplier 
-solves your operator problems 


SUMLOCK LIMITED, | ALBEMARLE STREET, LONDON, W.!I. TEL: HYDE PARK 133! 
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STATE OF THE NATION 





INDUSTRIAL PRODUCTION p> ai 
The index rose from 107 in March to an estimated 
111-112 in April. After making allowance for several 120 
factors, this represents an improvement on both March 


4959 and April 1958. The main increase is in consumer 80 
oods, especially motor cars and other consumer durables 
Fhis has been reflected in increased steel production 
Production will continue to rise steadily at least for the 
rest of this year. 
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EMPLOYMENT POSITION p> i ooo 
Between April 13 and May I! unemployment fell Vacancies exceed Unemployed 

by 50,000 to 481,000 and the June figures, when pub- | | 

lished, will certainly show a further fall. Percentage 
unemployed fell from 2.4 to 2.2. In May 1958 it was 2.1 
Between the same two dates the number of unfilled 
vacancies rose from 198,000 to 210,000. During April, 
employment rose by 48,000 and the numbers on short 
time fell by 17,000. 
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TRADE GAP p> 


The May external trade figures established new 
records, the value of exports being greater than 
ever before and the trade gap, at £1.5 million, the 
smallest. The gap (excess of imports over exports) 
averaged £39 million in the first quarter of this year and 
was £39 million in April. For the five months January to 
May the total gap is some £40 million more than it was 
last year, and this can be considered good 
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GOLD AND CONVERTIBLE RESERVES p> - 


Britain paid £58 million to the I.M.F. in May and the “oe 
reserves fell altogether by £47 million in the month. 
The present total of £1,114 million compares with £1,085 
million a year ago and £1,096 million at the end of the year S00 
Whilst the position is generally sound, the May result, 
after allowing for the |.M.F. payment, is perhaps a little 
disappointing. 560 


rs 
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How the money went round. Average daily bank clearings in May were £610 million against £632 million 
in April and £586 in 1958. Lloyds Bank seasonally-adjusted index of bank deposits was |1/4 in April and 


May, compared with 109 in May 1958. Exports and re-exports in May were £309.4 million and imports 
were £310.9 million 


GOVERNMENT SPENDING 


PAYMENTS FROM EXCHEQUER p> FIVE-YEAR TREND ___- MONTHLY TREND 


Ordinary expenditure ‘above the line’ was £24 
million less than the estimate. That is, current, as 
distinct from capital expenditure, was £748 million for the +900 
first two months of the current fiscal year against an 
estimate of £772 million. In the equivalent period last 
year it was £784 million 2400 





Cumulative Payments 
from Ist April 1959 | 
| | | | | | 
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: : Most charts show monthly averages in the Five Year Trend and monthly actuals in the Monthly Trend 
Exceptions are: (1) Payments from Exchequer—actual payments during last four financial years and estimated payments for current financial 


ear, with estimated and actual payments for the current year plotted cumulatively on the monthly chart; (2) Factory Building Approvals and 
dome Building Starts—quarterly averages Five Year Trend and quarterly actuals in the Quarterly Trend; (3) Total Hire Purchase Debt 
outstanding and Gold and Convertible Reserves—the position at end of each year or month 
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CAPITAL SPENDING 


FACTORY BUILDING APPROVALS p> » FIVE-YEAR TREND 


In the first quarter of this year approval was given 
for the building of 15.6 million square feet of indus- 
trial building. Indications are, however, that factory 
building will in general be slack this year. In their recent 
inquiry into industrial trends the Federation of British 
Industries asked businessmen whether they expected to 
spend more or less on buildings in the next 12 months 
Only 23 per cent expected to spend more; 37 per cent 
expected to spend less 


QUARTERLY TREND 
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MONTHLY TREND 
MACHINE TOOL ORDERS p> 
Orders outstanding at the end of March (the latest 
month for which statistics are available) were 
valued at £50.4 million. Since then, it is reported that 
orders are coming in at an increased rate, but many of 
these can be met from stocks so that production will rise 
less than deliveries. The trade is generally optimistic 
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QUARTERLY TREND 
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HOME BUILDING STARTS p> 


In the first quarter of 1959 building started on 71,300 
houses. in the first quarter of 1958 the number was 
56,825. Tax reductions, the general easing of credit and 
the lowering of building societies’ lending rates mean 
that demand for new houses will be buoyant. The 
industry should be able to meet this demand, where 
possible switching resources from factory building (see 
above) 





Preliminary statistics show that in the first quarter of this year stocks of materials and fuel fell by 
| per cent, or about £18 million. Stocks of finished goods rose by |4 per cent, about £17 million. Stocks in 
progress were unchanged. This follows the trend of 1958, a trend which by now should have been reversed 
In May, new H.P. contracts for commercial vehicles were 50 per cent up on a year ago. The recent F.B.! 
inquiry shows that 3! per cent of businessmen expect to spend more on plant and machinery this next |2 
months and 3! per cent expect to spend less 


CONSUMER SPENDING 


RETAIL SALES . FIVE-YEAR TREND - ae aon TREND 






Retail sales were buoyant in May, being 5 to 6 per 
cent up on May 1958 and 2} per cent up on April 
1959. As prices were stable the whole of the increase is 
accounted for by a greater volume of sales compared with 
a year earlier. Sales by furniture shops in April were up 
20 per cent and sales by other durable goods shops 
(including radio and electrical goods shops) were up 35 
per cent on a year earlier. 

















WAGE RATES > 


The May index was 117, the same as in February, 
March and April. it was at 116 for the four months 
October 1958 to January 1959. The cost of living, as 
represented by the Retail Price Index, has been stable for 
12 months and cannot form the basis of a wage claim. 
The prices-wages-costs-prices spiral has been broken 
into, and there is every prospect that wage rates will rise 
only very gently this year. 
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Retail stocks rose slightly In April, in line with the seasonal pattern. Sales by textile wholesalers 
increased seasonally in March but were 6 per cent down on 1958. H.P. debt is still rising. Spending will get a 
fillip from the tax cuts, already effective for weekly-paid workers and effective at the end of June for monthly- 
paid workers 
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CREDIT 


BANK ADVANCES p> 


In June Bank advances rose for the ninth successive 
month, but the rate of advance is beginning to ease esse 
off. The total of £2,602 million is nearly £600 million 
more than the total cf £2,029 million in June last year. At 
present the banks continue to be obliged to sell invest- 
ments in order to maintain their liquidity ratios, but 
the immediate prospect is that the Government will 
ease the banks’ liquidity position. 
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HIRE PURCHASE DEBT p> 7 


Hire purchase debt rose again in April by £27 eco 
million to £698 million. This is £208 million (43 per 
cent) more thana year ago. The Board of Trade estimate 
that about three-quarters of the increase was attributable 
to purchases of motor vehicles and the remainder to 
household durables. It is probable that hire purchase 200 
debt will continue to grow at a high rate for the next 
two or three months and then start to level off. 
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Bank Rate remains at 4 per cent. The official discount rate in the United States has risen to 34 per 
cent. At the time of going to press the UK Treasury Bill rate has risen unexpectedly high to 3"’ ,, per cent, 
perhaps in response to the U.S. rise. But it is unlikely that Bank Rate will go up. The yield on ordinary 
shares is still very little above the yield on Government securities. 


PRICES 


FIVE-YEAR TREND MONTHLY TREND 





RETAIL PRICES p> 


The May index of retail prices was 109.1. In May 
1958 it was 109.2. Between these two dates the index 
has fluctuated very little, going down only to 108.3 and up 
to 110.4. Even allowing for expansion which is taking 
place in the economy, there is at present no reason to 
suppose that retail prices will rise appreciably in the next 
few months. 
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RAW MATERIAL PRICES p> 


The index of basic materials and fuel used in indus- 
try rose again in May to a provisional 101.8. It 
was 100.8 in March and 101.2 in April. The increase was 
caused mainly by increases in the price of raw rubber 
and raw cotton. The price index of total sales of all 
manufactured products remained stable: March, 111.6; 
April, 111.5; May, 111.6. 
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1954 = 100 


























TERMS OF TRADE > 


In May the terms of trade deteriorated one point, 
from 88 to 89. For the fifth successive month export 
prices remained unchanged. Import prices rose one 
point. The rise was in the food, beverages and tobacco 
group, the basic materials group remaining unchanged. 






































As ono 





At the time of going to press, The Financial Times Ordinary Share Index stands at 237.3 after a peak 
S ae ae ae avne — is nay nt 80.23 a year ago. (July !, 1952=—100.) The indices of 
ramp shipping freight rates in April were 68.6 (Voyage charter) and 52.8 (Ti , i 
63.3 and 51.8 a year ago. (1952—100.) seein ” siliiaaaticitae c-cd eae 
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Anyone would think 


I was just a machine! 


If yours is anything like a typical business, 
you are likely to find at least one young 
lady in the office who's rapidly losing her 
shorthand because of all the copy-typing 
she has to do. She says she might just as 
well be a machine- but she’s wrong! 
When it comes to copying, the all-electric 
Thermo-Fax All-dry Copier costs far 
far less than a typist and produces a copy 
in much shorter time than it takes to put 
paper in her typewriter. There is no messy 
shemical processing, no fuss, no bother 
no time wastefully used and a great :Jea 


of money saved. May we demonstrate? 


e6GO eet mane 


Seorwtary 
all-dry copier 


Thermo-fax 


FILL IN THIS COUPON OR ATTACH TO YOUR LETTERHEADING 


Post to: COPYING PRODUCTS GROUP, MINNESOTA MINING & MANUFACTURING CO, LTD., 
3M HOUSE, WIGMORE STREET, LONDON WI! (HUNTER 5522). 


Please send us further information about the THERMO-F AX “Secretary” All-dry Copier. 


FIRM (ATTENTION OF) 


apoess Sp 













This is 
pocket paging 4 
~ 


IMMEDIATE 
PRIVATE 















Ordinary methods of staff location are often unsuitable for 
organisations like yours. That is why Dictograph Pocket Paging 
was developed. 

Instead of everyone being disturbed in order to find just one, only 
the person being paged hears the call. Takes a mere seven seconds 
to find him wherever he may be in your building. A series of pips 
from his breast-pocket receiver warn him he’s wanted. He then 
puts the receiver to his ear and receives a spoken message from 
the central control. 

This new approach to an old problem has been developed after 
considerable research. It means your operator can speak to any 
one of as many as 100 members of your staff the moment he is 
wanted. Always in complete privacy, without ever inconveniencing 
anyone else. 

Please write for details of this new and most advanced method of 


staff location. 
> ~ 
~ 





Internal Telephones. Staff Location. Internal Broadcasting. Audible 
Time Signals. Office Clock Systems. Master Clock. Controlled Time 
and Record Systems. Watchman Patrol Equipment. Fire Alarm. 


DICTOGRAPH TELEPHONES LTD : 
200 ABBEY HOUSE, WESTMINSTER, S.W.1. ABBEY 5572-6. supeLitHS OF Duc TOGRAPE ‘ecEmONEs 
27 Dictograph offices throughout the United Kingdom and Ireland. 
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68 M.D.s helped 
write this book 


It is a long-standing myth that 
the British are reticent about busi- 
ness matters and that only in 
America businessmen talk. 
The appearance of a new book, 
The Role of the Managing Direc 
tor,* discounts this myth once and 


will 


for all because 68 managing direc- 
tors gave the author, Dr. George 


Copeman, all the information it 
contains. 

Sir Halford Reddish, chairman 
and managing director, Rugby 


Portland Cement, speaking at a 
reception held to mark the publi- 
cation of the book, said it was 
almost entirely factual, reporting 
many interviews with managing 
directors of companies large and 
small. It was therefore essentially 
a practical book, full of meat. 


More health 
checks in the U.S. 


The American businessman's 
preoccupation with his health seems 
to be becoming more intense. This 
year, about 125,000 executives will 
undergo routine checks lasting any- 
thing from a few hours to several 
weeks. There is reason to believe 
that every major company has some 
form of executive health programme. 

At the 40th annual meeting of the 
American College of Physicians, no 
fewer than 200 executives heard a 
generally reassuring report on this 
mass-diagnosis : 
> For his age, the average business- 
man is in pretty good shape. Often, 
however, he has unfounded health 
worries. 


* Business Publications Ltd 
with B. T. Batsford Ltd., 42s 
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> There is no conclusive evidence 
that he is particularly susceptible to 
heart ailments, cancer, or ulcers. 

> Although executives often work 
under great pressure, most of them 
learn to cope with this as they move 
up the promotion ladder. Those 
who don’t are eliminated on the way 
> When a man does crack under 
tension, there is a 4 to 1 chance that 
the trouble is rooted in his home life 
and not in his office work 


Schools will get 
productivity lessons 

Leicester children are to receive 
special lessons on productivity before 
going to work in local industries 
J. E. J. Percival, retiring chairman, 
reported this recently to Leicester 
Productivity Association 

The Director of Education 
been consulted and a syllabus 
been drawn up. 


has 
has 


Technical know-how 
by subscription 

The publication of D.S.1.R. Tech- 
nical Digests—given an experimental 
try-out two years ago—is now being 
resumed. 

The subscription rate is £3 3s. for 
12 monthly sets of 15 items abstrac- 


ted from a large number of period 
icals. To encourage big firms to 
distribute the digests among their 
staffs, there is a reduced rate for bulk 


orders 


New assault on 
the ADP market 


Britain is probably the 
competitive market for automatic 
data processing equipment outside 
the U.S.A., but it still attracts new 
The latest is the out- 
come of a rather surprising tie-up 
between De La Rue of London and 
Bull of Paris 


most 


contestants. 


A new company called De La Rue 
Bull Machines Ltd. has been formed 
on a 50/50 shareholding basis. It 
will market in the British Common- 
wealth the full range of 
machines and electronic computers 
made by the 28-year-old French 
firm. As the project develops, 
assembly and manufacturing facili 
ties will gradually be set up in the 
U.K 

The new company will be run by 
De La Rue executives who have been 
trained in Paris during the past 12 
months. Demonstration equipment 

and a computing service—will be 
established at offices in Southampton 


business 





Next Month 


Rebel at the top 


William Knott has carved for himself 68 per cent 
of his market — by breaking most of the rules 
in the management text-books. 


Executives on the move 


What makes the £3,000-a-year man restless? 
Special job market survey by “ Business ” provides 


some of the answers. 


13 





Row, London, due to be opened in 
September. 

Most of the Bull range of equip- 
ment is based on the use of punched 
cards. In the past, the manufac- 
turers have been supplied by fast 
output printers for a number of 
British computer installations. 

During the past two years there 
has been close technical liaison 
between De La Rue and Bull, 
notably in the field of automatic 
document sorting. 


ADP: no 
redundant clerks 

More than 70 *‘ commercial ’ com- 
puters are already at work in Britain. 
But so far there is no sign that large- 
scale redundancy problems _ will 
develop. 

During a protracted study of most 
of the present installations, the 
Electronic Data Processing Commit- 
tee of the Office Management 
Association did not find a single 
clerical worker who had lost his or 
her job as a direct result of a com- 
puter being installed. 

D. S. Greensmith, chairman of 
the committee, gave this assurance 
at the O.M.A.’s recent national 
conference. He described as ‘ill- 
informed’ most of the comments 
which have been made about the 
impact of automatic data processing 
on clerical workers. 

He emphasized, however, that 
many users had encountered dis- 
placement and re-training difficulties. 
‘New jobs for old’ was not an 
attractive proposition to clerical 
workers who had built up a fund of 
specialized know-how over a period 
of years. 


More help for 
joint research 

Industrial research associations in 
the Government scheme are to get 
more aid from the Industrial Grants 
Committee. It is anticipated that 
the total grant during the next five 
years will exceed the 1954-9 figure by 
one-third. 

The Committee are doing this 
because of their belief in the practical 
value of co-operative research. They 
say: “It economizes on money and 
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35,000-MILE world sales trip by R. E. G. Windsor, managing director of 
R. H. Windsor Ltd., has already sold many of the company’s plastics plants— 
some to Communist countries. One of Mr. Windsor’s sales aids are films, 
with sound-tracks to suit the countries he visits. This made a great impression 
everywhere, especially in China. 





HYPERPARABOLOID shell in timber was the most economical way of 
roofing Scott Bader’s new conference hall and social centre at Wollaston, 
Wellingborough. The effect is pleasing as well. Roof was supplied by 
H. Newsum, Lincoln. 


DESIGN of the year is the 
Packaway refrigerator by Prest- 
cold. C. W. F. Longman, its 
designer, received the Duke of 
Edinburgh's prize for elegant 
design. The Duke himself was 
one of the judges. The selection 
was made under the auspices of 
the Council of Industrial Design. 
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they are all using their Minifons / 


The Managing Director is in America. He can record conferences and important interviews, 
his reports and personal instructions, and air mail 
the recorded spool back to Head Office for transcription. 


The Saies Director is at a conference. He is taking verbatim minutes simply by having a Minifon 
on the table, his secretary is typing letters dictated earlier—on a Minifon. 


The Engineering Director is touring the factory. He makes notes of administration problems, 
production or staff difficulties as he goes, with his Minifon, it’s as accurate as his thinking. 


The Saies Manager is out touring a sales territory in his car. He has his Minifon with him, 
ready to record notes and interviews on the spot, he adds his comments ?n 
the car. No time wasted in writing notes. 


All of them can make and keep a complete record of important details—any time—anywhere. . . 


annnannceye 





The world’s smallest, lightest and 
most reliable dictation recorder 


The Minifon is small enough and light enough, (only 2 ibs.), to slip easily 
into your pocket or briefcase. You can use it anywhere—any time—it's 
self-contained and battery-operated—in the office it can be used with a 
special mains adaptor. If you want it—it can take hours of recording. 


World-wide facilities for service, spares and maintenance. 


Phone or write for a demonstration: 


EM! SALES & SERVICE LTD 


(Office Equipment Division) 
HAYES MIDDLESEX - Tel: SOUthali 2468 - Ext. 622 
LOEDOS : 363 Oxford Street, W.1. (GROsvenor 7127) 
MANCHESTER: Regent House, Cannon Street. (Deansgate 6043) 
BIRMINGHAM ill ‘john Bright Street. (Midland 5821) 
GLASGOW : 135 Renfield Street, C.2 (Douglas 6061) 
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more than 


ME RECORDERS 







TR Services provide more than a range of equipment for doing 
different kinds of jobs. The really important thing about TR 
Services is their good effect on a business; on its economy, 
efficiency and on its whole atmosphere 

This effect is achieved simply by making it easier for 
everybody to do things more quickly, more accurately, more 
promptly. Such diverse things as finding people and speaking to 
them; encouraging time discipline; costing work more 
accurately; or showing up an uneconomical machine—and 
showing why it is uneconomical. 

The climate of business is altogether different in an 
organisation where TR Services give staff a proper appreciation 
of the value of their time, and provide the means to make the 
utmost use of it. 


Please write for further information 


‘Telephone Rentals 


| 
LIMITED | 








OPERATING TR SERVICES 


Dept.22) 197 KNIGHTSBRIDGE, LONDON, 8.W.7 
Telephone : KENsington 1471 















SERV INTERNAL INTERNAL ATTENDANCE SYNCHRONISE . — 
ICES TELEPHONES BROADCASTING 308 tae STRROMBED Peon cre 
d Simple Intercom to and STAFF RECORDERS : 
provide Private Automatic LOCATION pa > 
Exchange Automatic Time Watchman 





Signals Protection 
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scientific manpower. It offers a 
scientific service to firms which 
cannot afford research departments 
of their own. It helps to guide 


industry towards an appreciation of 


the value of research in general.” 
While the increased grants suggest 
that existing organizations will ex- 
pand, the committee are also antici- 
pating the formation of one or two 
new R.A:s. At present, nearly 
one-fifth of the net output of British 
manufacturing industry is not ade- 
quately provided for in this way 


Few changes for 
factory medical branch 

Four senior officers of the 
Ministry of Labour and National 
Service have been examining the 
duties and organization of the 
medical branch of the Factory 
Inspectorate. Their report* recom 
mends few changes 

They reject the idea that the 
branch should conduct research 
into industrial health problems. Its 
task, they conclude, is to identify 
new problems and then consult the 
Medical Research Council. 

They suggest that from time to 
time doctors working in other fields 
of occupational health should be 
brought into the Inspectorate for a 
limited period to do specific tasks. 

* * Duties, Organisation and Staffing of the 


Medical Branch of the Factory Inspectorate 
(Command 736) H.M.S.O. 9d 


More scope for 
industry's Press 

What is the house journal editor's 
biggest headache? Most of them 
will agree that they have difficulty 
in getting timely information on 
company policy. All too often it 
is daily newspapers which give 
employees their first news of 
major changes 

Air Chief Marshal Sir John 
Whitworth Jones, special director 
of International Computers and 
Tabulators, suggested a solution at 
the tenth annual convention of the 
British Association of Industrial 
Editors. ‘Information for the 
house magazine’ should appear on 
the agenda at the regular meetings 
of senior executives. 

For a short period the executives 
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to many companies—that is the new job of C. S. Garland, as chair 
man of the National Union of Manufacturers Advisory Service. NUMAS 
help firms who have management problems. They either solve the problems 
themselves or recommend consultants who can 





i gives a warning if thieves snatch this case. It is 
designed for taking wage packets around the factory or 
between sites. A wrist strap is coupled electrically to the 
case. If the case is snatched the klaxon horn sounds 


that weighs 7,000 tons 
but picks up nothing is being made 
by Joseph Sankey, Wolverhamp- 
ton. it comprises 336 pieces like 
this. They will be arranged in a 
huge circle at the Harwell ‘atom 
smasher,’ and will form its core 
Sankey took the job, at a fixed 
price, when the method of 
manufacture was not proven 














Paper pattern for progress 


This year again the ticker-tape machines tap out THE 4 EXTRA ASSETS ARE THESE:— 

news of the Reed Paper Group's progress . REED EXPERIENCE The know-how of men who have 
increased production and turnover, continued pioneered many of the great advances of modern paper 

. — , . , aking. 
velopment of the Group’s vast range of paperand ™4king Re 

develop S P ; ° p = REED RESEARCH Exhaustive market and scientific re- 
paper-board products for printing and packaging, search both at Group and company levels. 

a sound financial position for future expansion. £60 RESOURCES The great modern machines and abun- 
This progress has been made possible by the 4 extra dant raw materials which make it possible to standardise 


he : 4 : quality and “deliver the goods” in any quantity. 
assets held in common by each individual company REED INITIATIVE Each Reed Company is free to think 
in the Group. and act for itself and for you the customer. 


*yOU profit from the initiative of each Company 
backed by the resources of the Group’”’ 


ALBERT FE. REED & CO. LTD. (AYLESFORD, TOVIL AND BRIDGE wrt s) THE LONDON PAPER MILLS CO. LTD 

EMPIRE PAPER MILLS LTD THE SUN PAPER MILL CO. LTD COLTHROP BOARD & PAPER MELLS LTD 

JOHN HENRY & CO. LTD E. R. PREEMAN & WESCOTT LTD REED PAPER SALES LTD 

REED CORRUGATED CASES LTD REED CARTONS LTD MEDWAY PAPER SACKS LTD BROOKGATE INDUSTRIES LTD 


THE KEY ENGINEERING CO. LTD HOLOPLAST LTD R. H FILMER LTD 


In association with Kimberly-Clark Lid., makers of “ Kleenex” ,“ Kotex’, “* Delsey” and“ Hi-Dri” products. 


rHE REED PAPER GROUP HEAD OFFICE: 105 PICCADILLY, LONDON, W.1 
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would have to apply their minds to 
selecting and recording top-level 
matters which should be presented 
to employees in this way. 

The Air Chief Marshal added 
that his own company had already 
devised a method of linking the 
house journal editor and the board. 


Making inspectors 
more efficient 
Recent research —notably at 
Edinburgh has sug- 
gested that many firms lose mainly 
because of inadequate or frankly 
bad inspection methods. Sometimes 
an inspector lets through faulty 
products; sometimes he _ rejects 
products which do in fact meet the 
required standard. 
Why this 
occur. The main reason, it seems, 
is that too little attention is paid 
to the selection, training and work 
ing conditions of inspectors. 
Representatives of 23 manufac- 
turing firms discussed these matters 
recently at a conference arranged 
by the National Institute of Indus- 
trial Psychology. They found that: 
Recruiting 


University 


does inconsistency 


was 
One firm drew inspectors from the 
best of their skilled operatives ; 
another, from the worst—employ- 
had been taken off the 
bench and given labouring jobs. 
Elsewhere, it was quite usual to 
entrust inspection to people who 
were too old or inefficient to do 
other work. 


unsystematic. 


ees who 


Training methods hap 
hazard. One recruit was * trained ~ 
by making him work alongside an 
inspector who had been on the 
job for only one week. Many firms 
gave inspection work to people 
without first testing their eyesight. 
Two kinds of remedy were sug- 
gested at the conference. One was 
to choose inspectors more care- 
fully, using eyesight tests, together 
with simple intelligence, observa- 
tion and manual dexterity tests. 
The other suggested remedy was 
to make life a little easier for the 
inspector. Boredom could be 
avoided by providing rest-breaks 
and occasional change of job. 


were 
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Redundancy: B.O.A.C. Lesson 


HE B.O.A.C. redundancy 

bomb is not going to go off 

after all—thanks to some 
last-minute thinking by manage 
ment. The redundancy terms 
the American fhrase ‘severance 


pay " seems now to be preferred 
are unexpectedly generous for an 
full employment. Little 
wonder the unions accepted them 
with alacrity. 

The generosity is undoubtedly 
explained by the airline’s anxiety 
to avoid trouble during the present 
battle for air business. 

The for everyone — is 
that perhaps the terms need not 
have been so costly to B.O.A.C. if 
they had taken the unions 
their confidence much sooner 
everyone knew many months ago 
that a 


area of 


lesson 


into 


redundancy problem was 


developing. 
>More discipline. Strikes by 
unions almost always affect mem 


Now the 
big three of the trade union move- 
ment are coming together to stop 
irresponsible _ strikes They are 
Frank Cousins, general secretary 


bers belonging to others 


of the Transport and General 
Workers’ Union; William Carron, 
president of the A.E.U.; and Sir 


Thomas Williamson, the general 
secretary of the National Union of 
General and Municipal Workers. 
They hope to persuade the 
T.U.C., the Confederation of Ship- 
building and Engineering Unions, 
and other joint bodies to see that 
unions likely to be affected by 
another's action are consulted. 
These moves are in keeping with 
the ‘more realistic attitude’ of 
union leaders mentioned in this 
column recently. 
> Shorter hours move. Shorter 
hours are being sought by a wide 
range of employees. Claims pend- 
ing or recently made — some 
already rejected by employers 
include certain groups in coal 


Post Office, heavy 
printing, engineering, 
wholesale grocery, agriculture, 
tailoring, transport, provender 
manufacturing and municipal ser 
vices. Claims for a shorter working 
week have arisen in most industries 
during the last two or three years 
and have always been rejected 

But unions are now making a 
concentrated effort to gain a 40 
hour week through co-ordination 
of demands. They use the problems 
of redundancy to argue that avail 
able work should be spread evenly 
over those at present employed 

On the other hand, leaders of the 
A.E.U. and the United Society of 
Boilermakers have failed to con 
vince their annual conferences that 
shorter hours are more important 
than higher pay. And at the annual 
conference of the Amalgamated 
Union of Foundry Workers the 
chairman stated bluntly that a 
claim for a 40-hour week could not 
be posed as an alternative to a 
wages advance 
> Chaos over incentives. The suc 
cession of strikes in the motor 
industry is due to several factors 
One, indeed, is the very success of 
the industry. Long order books 
give employees an exaggerated idea 
of their importance. 

But the perennial cause of unrest 
is the unimaginative use of incen 
tives. For instance, maintenance 
men get fixed, but relatively high, 
wages. Piece-workers, who are less 
well off in slack periods, make very 
high wages when cars are in 
demand. Then fixed-wage men get 
jealous, and the trouble starts. 

Vauxhall’s abolition of piece 
rates a few years ago was more 
than a straw in the wind. The 
Continentals seem generally to 
be coming out against piece-work 
incentives; while the Americans 
are about equally divided, for and 
against. END 
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POWERFUL FACE 
IN BRITAIN! 


a 


ANEW 


MSIL SL 


Pai Le 


Sie 


IT HAS SLAVES’... RINGS BELLS... oH 
AND CONTROLS RECORDS BY THE THOUSAND! ro 


The Blick master clock gives unified and accurate control over all 
visual, audible and recorded time throughout even the largest premises, “ 


whether the mains are on or not. 


It is especially valuable because 
it controls an unlimited number 
of ‘slave’ clocks—wall dials— 
perfectly synchronised with the 
master; it regulates tea and other 
breaks by a custom-built pro- 
gramme of bells, klaxons, hooters 
etc.; and by means of one minute 
impulsing, when linked with time 
recorders and job costers, it 
avoids split-minute recordings 
which lead to argument and cause 
delay in wage computation. 


Today the Blick master clock is 
unquestionably the most powerful 
face in Britain—controlling the 
comings and goings and job-cards 
of tens of thousands of workers. 


Famous users include Rolls- 
Royce, British Oxygen, Kearley 
and Tonge, Remington Rand, 
1.C.1. and Ford. 


it will fit well into your organi- 
sation. Please send now for free 
illustrated leaflet. It will more 
than interest you. 
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OF UNIFIED VISUAL, AUDIBLE & RECORDED TIME 
BLICK TIME RECORDERS LTD., 96/100 ALDERSGATE STREET, LONDON E.C.1. MONarch 6256 «fp 
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IDEAS AND ACTIONS OF PROGRESSIVE FIRMS 


Salesmen—and wives 

get suits as prizes 

CO-OPERATION BETWEEN the Green Shield Trading 
Stamp Company and Austin Reed resulted in one of 
their most successful sales drives. 

Green Shield’s 50 salesmen competed over a seven 
week period and individual sales efforts rose in some 
cases by more than 100 per cent. Prizes were Austin 
Reed suits for the three top salesmen with a tailored 
suit for each of their wives. 

Perhaps one reason for the excellence of the men’s 
performance is that, apart from a weekly bulletin from 
Green Shield sales director, Johp- Morgan, the publicity 
department of Austin Reed d frequent direct mail 
shots to all sales staff—and their wives. 

The contest finished on the last day of Green Shield’s 
financial year. It lifted the sales graph well over the 
budget target 


A big lesson in 
diversification 
DIVERSIFICATION’S BIGGEST LESSON is: do it before it is 
urgently needed. Here is an example of the right 
approach. Joy-Sullivan, Greenock, might have been 
complacent when their turnover increased from 
£1 million to £3 million between 1952 and 1958. But 
they felt they were too dependent on the National 
Coal Board who bought, in the form of mining machin- 
ery, about three-quarters of their output 
wre, Joy-Sullivan investigated 
ould make and sell. They 
chose compressors a compressed air equipment, 
even though several excellent and powerful firms are 
already in the field. But they reckon that the awaken- 
ing of the underdeveloped countries will make room 
for them. 
To help them Joy-Sullivan have their established 
reputation, sales outlets, and an accumulation of 
labour and management skills 


Two years ago, t 
which new produc 


Plastic envelope 


cuts postage costs 
A LARGE ORGANIZATION estimates that it will save up to 
£4,000 a year by using Envopaks for mailing large 
numbers of envelopes between their branches and other 
firms. 

The Envopak is a re-usable envelope which may 
supersede paper envelopes and even canvas bags for 
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CHEAPER POSTAGI 
between departments 
envelopes made from I1.C41.s Hydex 


easier routing of mail 
with these waterproof plastic 


some postal tasks. It is specially useful for organi 
zations with large daily correspondence between offices 
It is approved by the G.P.O. Its lightness, due to the 
use of I.C.1. Hydex, helps to reduce postage 

Letters inside it cannot be damaged, even by water 
The hazard of torn and mutilated letters caused by 
careless envelope opening does not arise 

Envopaks of different colours enable mail to be 
easily sorted into departmental or other classifications 
Otherwise, coloured address cards, carried in the 
transparent window can be used 


Glass fibre paid 
off here 
AFTER BEING HAILED, a few years ago, as a material 
with superlative qualities, glass fibre has not achieved 
the mass applications which some boasted for it. Its 
excellence is undeniable but it sometimes poses pro- 
duction difficulties 

That is why a new application is specially interesting 
Urquhart’s (1926) Ltd., Perivale, Middlesex, in their 
new range of MacFire oil firing equipment, required a 
drop-on cover for the auxiliary equipment and sound 
deadening cover for the boiler front. They considered 
mild steel, aluminium and resin-bonded glass fibre 
The quantities required were only 200 to 500. The 
cost ratios of the finished items, based on the firm's 
formula, taking into account tool costs, were found to 
be 0.5, 1.0 and 0.3, respectively. 

Last September, it was decided to go ahead with 
glass fibre laminate. Helped by James Beadel Ltd., 
and the technical services of Fibreglass Ltd., the 
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OFFICE 
according to the experience of BTH, Rugby. 


SYSTEMS interest employees, 
When they put on a Business Efficiency 
Exhibition in miniature 2,000 employees 
came to see what it was all about. Now 
likely to 


paperwork they handle, how it originates 


they are more appreciate the 


and the essential job it does (see story below). 











economics were examined and a prototype was made. 
By December, successful covers were produced at a 
rate of six per day using three moulds. The cost ratio 
was reduced to 0.25 and the stock target of 200 was 
completed a month ahead of schedule. 

The factory space required for production—often 
thought to be a critical factor with glass fibre—was 
approximately 120 sq. ft., which included a special fast 
drying room for curing. In this case, the space was 
estimated to be less than 30 per cent of the area required 
for metal manufacture. 


Each finished oil-burning unit has over 30 sq.ft. of 


coloured glass fibre. 


Employees’ own 


efficiency show 

A BUSINESS EFFICIENCY EXHIBITION in miniature—British 
Thomson-Houston, Rugby, achieved just that when they 
decided to show their employees how the vast amount 
of paperwork in a big organization does its job. 

Organized by the production control and engineering 
reproduction departments the exhibition, which lasted 
a week, showed the latest developments in reproduction 
and office systems. But the great interest—there were 
2,000 visitors—surprised the production control appren- 
tices and demonstrators. They had to work at high 
pressure throughout. 

The office processes section showed: efficient use of 
copying machines, their scope and limitations; dyeline 
processes, cutting out typing; xerography; latest 
developments in litho printing; miniaturization 
processes. 

The second section showed how systems equipment 
is used in the flow of instructions from, for example, 
sales department to shop floor. This was done by long 
‘paper-flow’ charts and by showing the raising and 
routine of paper work on the office equipment. An 
integrated data processing system was also outlined at 
the exhibition. Exceptional interest was shown in 
xerography and also in the Bandamatic line selection 
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duplicator. This is now employed for production 
scheduling in the BTH turbine factory, Rugby, and is 
the first production model in use. 


They thanked workers 

—through the papers 

Too OFTEN at company meetings, the traditional 
thanks to staff are platitudes. This is despite the fact 
that they are well meant. The Vickers group took a 
new way round this problem. 

The day after their annual general meeting last 
month Vickers bought space in popular morning 
newspapers to tell their employees of the chairman’s 
tribute and to give a shortened version of the annual 
report, highlighting the main events. The advertise- 
ment was an illustrated personal message from Lord 
Knollys, the chairman, and was headed with a quota- 
tion from his statement, thanking employees for their 
efficiency, keenness and loyalty. It assured them that 
despite the aircraft industry’s problems, 1958 was 
better than expected, and that thanks to the diversity 
of the company’s activities, the outlook was good. 


New equipment ends 


space worry 

WHEN CONGESTION BECAME too big a problem at the 
works of John Hannay and Co., waste merchants, 
Bridgeton, Glasgow, they thought that a new warehouse 
would be the only solution. They called in a firm of 
management consultants to see what could be done. 

Here are the results of the investigation: turnover up 
by 14 per cent; employees’ earnings up by about 10 per 
cent; wage bill per ton cut by 25 per cent: All this was 
achieved without the new warehouse. Instead, a lift- 
truck and mechanical loader were bought. 

A survey of the works by the consultants, Personnel 
Administration, showed that the main problem was 
space, and not, as had been thought, the capacity of the 
process machinery. The lift truck means that bales are 
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NESCAFE gives you 


BETTER COFFEE 
in LESS TIME 
at LOWER COST 





Every cup of Nescafé is a cup of real coffee—perfectly made! But that 

is not the only reason why it is ideal for the coffee-break. 

No skill is needed to make good coffee with Nescafé. 

No waiting for coffee to brew—Nescafé makes coffee instantly. 

Nescafé can be made right in the cup, in a jug, any urn or most machines. 

When you change to Nescafé the coffee-break runs smoothly, more 

quickly, everyone is pleased, everyone works the better 

after stimulating, refreshing Nescafé. 

Firms large and small are finding Nescafé 
EASILY THE BEST COFFEE 


and certainly the most economical 


Nescofé comes in a tin suitable for everyone : 


SMALL I/II - MEDIUM 3/6 
HANDY 6/9 - LARGE 13/3 





Nescafe is a registered trade mark to designate Nestlé’s instant coffee 
Many organisations will be interested in the special catering pack ; 
please write for details to Sales Division (Catering Dept.), 

The Nestlé Company Ltd., St. George’s House, Wood St., London, E.C.> 
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When it’s 
person-to-person 
selling... 


TACK 


TRAINING TELLS 


TACK Sales Training Courses give your salesmen ana 
sales executives a new insight into selling—creating 
the vigour and enthusiasm that bring success. 


3-DAY COURSE 


In only 3 days, the TACK Course gives the benefits ofa 
lifetime's selling experience to every member of your 
sales force. Experienced salesmen are led tore-examine 
their techniques in the light of tomorrow's buying 
trends. Newcomers start their careers fully equipped 
and confident. 


2-DAY COURSE in Sales Management 

This refresher course provides new ideas and gives in- 
spiration to all sales executives. And the unique TACK 
Management Advisory Service is available to them at 
any time thereafter, for free consultation and advice 


TACK 


TRAINING SELLS... 


tors for Chad Valley Co. Ltd 
DIESEL ENGINES for Perkins of Peterborough 
Froop Propucts for Alfred Bird & Sons Ltd 


STOCKINGS, LINGERIE, AND CoRSETRY for Kayser 
Bondor 


pens for Scripto Pens Ltd 


ELECTRONIC PRODUCTS for The Solartron 
Electronic Group Ltd. 


speps for Horatio Myer & Co. Ltd. 
AIR TRAVEL for British European Airways. 


CLOCKS AND WATCHES for Smiths Clocks and 
Watches Ltd. 


PAPER TOWELS for Kimberly-Clark Ltd. 
MEAT AND Fisu Pastes for C. Shippam Ltd. 
CIVIL ENGINEERING sERVicEs for Taylor Woodrow 


Group. 
Over 2,000 Companies use TACK Courses 
Write now for full details to : — 
THE TACK ORGANISATION, 
Longmoore Street, London, $.W.1. VIC 5001 


# World’s Largest Personal Sales Training Organisation 


CANADA «+ SOUTH AFRICA «+ AUSTRALIA 
IRELAND - INDIA + BELGIUM + ITALY 


a 
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HELP YOURSELF GAME’ at the St. Helen's 
Auckland works of Westool Ltd. encourages 
employees in four things: timekeeping, regular 
attendance, earnings, and co-operation with 
workmates. Pest scorers in each of the firm's 
three main departments are being awarded a 
Vespa scooter already licensed and insured 





stacked twice as high, quickly and ecsily, using space 
that was previously wasted. The mechanical loader 
speeds the loading and unloading of lorries, with a 
consequent saving of time, labour and ending bottle- 
necks. Six lorries now do the work of seven 

Improving the sequence of operations by teams 
engaged on press-packed baling, avoids the need for 
another press. Overtime has been practically elimi- 
nated. But employees’ loss in this direction is more 
than cancelled out by bonus earnings. 

Norman Abram, managing director of Hannay, says 
the only way to keep prices to a minimum in the face 
of rising costs is to run the depot on the most efficient 
system. The new methods enable Hannay to operate 
at competitive rates in an increasingly difficult market. 
The small reduction in the number of workers involved 
has been to a very great extent covered by natural 
wastage. 


Manager's £300 

for suggestion 

MANAGERS AND SUPERVISORS are generally excluded 
from employee suggestion schemes on the ground that 
it is part of their jobs to think up better production 
methods. 

Ronson Products take a more liberal view. They 
have just awarded £300 to Ken Nelson, manager of 
their automatic machine shop at Leatherhead, for 
developing an attachment to the machines. It enables 
the company to meet the increasing demand for 
Varaflame lighters without having to wait for additional 
factory space to accommodate the many extra machines 
that would otherwise have been needed. 

Mr. Nelson’s is the highest award so far in Ronson’s 
‘Ideas At Work Scheme.’ Eighty guineas was 
awarded for a machinery development idea about two 
years ago, and many prizes of £10 and £5 have been 
given. 

‘Ideas At Work ’ is a revision of the old suggestion 


BUSINESS 














The | 
All-New THE 
= 
heii \\)-Llectric COmetocrAPy 
Adding /Listing 
Machine A 











—— 


_ x aaa see 
m = 


\ 





ae 0 RET 


> 
¢ fy _: : 
ee PIG BO oe a ie ae he ee 
~ B Sar Trae : 
> 7 


og, ig. yy —~—<tR 
figures ~ faster than you think... 


— wee 


EXCLUSIVE VIS-BALANCE DOW, SUPER-FAST, | CSmptometer 
MET, CO KEYBOARD, CC iizited 


UNUSUALLY QUIET, 


FORMERLY f L ANT L 2 


SALES - SCHOOLS - SERVICES 


IN LONDON AND 
PROVINCIAL CITIES 


HEAD OFFICE: ALDWYCH HOUSE, ALDWYCH, LONDON, W.C.2. Telephone: HOLBORN 4374 








For more space at less cost 


CHOOSE CUPBOARDS BY WADDELLS 


Double-door 
Cupboard 


Doors hung on three 
5-knuckle hinges 
with brass finials 
Furnished with a 
3-point locking device 
and complete with 
6lever flat-key type 
lock and two keys 
Dimensions 

6 ft. high x 3 ft 
x 18 in. deep 
Shelves adjustable 
at | in. pitch on slotted 
strips hree shelves 
fitted, extra shelves 
supplied if required 

























wide 


| Cupboard illustrated 

; only ; 
£11-10-0 

plus P.T 


Send for this free folder on Waddells cupboards 
This attractive folder gives details of a 
representative range of Waddells cupboards 
Simply send in your letterhead marked 
‘cupboards’ for a free copy by return. 


WADDELLS FREE PLANNING AND ADVISORY SERVICE 
Waddells have been organising space for British 
Backed by this solid 
record of achievement, Waddells have solved the problem 
Waddells Free 
Service provides the 


industry for over 30 years 
of multiplying space by dividing it 
Planning and Advisory answer 
Representing the skill and experience of five 

Waddells experts, this completely free service is, 
today, helping top British organisations to create more 
useful space at less cost with 


by Waddells If you 


free professional 


Stee] equipment 


would like 





%] 
advice on a space or 
storage problem, just 
ring HOWard 1271 . 


PARTITIONING 
LOCKERS - RACKING 


WADDEI.1.s 


(STRATFORD STEEL 


DEPT. B, 


EQUIPMENT) LIMITED, 
STRATFORD WORKS, MILLMARSH LANF, 


BRIMSDOWN, ENFIELD, MIDDLESEX 





}/ TELEPHONE: HOWARD 1271 


SPACE-MAKERS FOR BRITISH INDUSTRY 





scheme, and was instituted three years ago by the works 
manager, D. W. Roberts. It is run by a committee 
which represents the various phases of the company’s 
activity. 

Ronsons are helping in the production of a film 
about suggestions schemes which is being made by the 
British Productivity Council. Several scenes will be 
shot in their Leatherhead works. 

Meanwhile, at Hoover, L. Bennewith, of the cost 
department at Perivale, Middlesex, won £124 for an 
idea changing the specification of material used in the 
Hoover Steam-or-Dry iron. It reduces costs. 

E. J. Hughes, section leader at the company’s 
Merthyr Tydfil, Glamorgan factory won £85 for an 
idea which saves material in washing machine manu- 
facture. 


TV saves space, 
avoids fuss 
CLOSED-CIRCUIT TELEVISION is really paying its keep at 
Barclays Bank, Lombard Street, in the City. It gives 
a better service to customers, saves high-rent floor 
space, and saves messengers climbing stairs. Here is 
how. 

Due to increased business Barclays had to find more 
counter space for customers. Expansion in_ this 


congested area was impracticable, so the accounts 
was moved upstairs. 


section Now practically the 





CUSTOMER'S ACCOUNT appears on TV 
screen while manager talks to him. When 
the manager wants to see an account he 
talks to the clerk through intercom. She 
puts account in front of camera while 





MONITOR SCREENS show her that 
circuit is in order. Thus accounts never leave 
the accounting room. Manager clears 
screen by pressing another button, assuring 
secrecy. Installation was by Marconi. 
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dictation 
to 
departures 


FRAT, 


Disturbing rumours from Rome. Top-level 
action urged. Confounded nuisance, but better 
see for self. Keep secretary busy in absence 


transcribing recorded directives, memos . 


ee 
leg » 


If held up, may even record report, have it 
flown back. Time is money—spend it wisely 
What would business be today without 


modern equipment! 


Since Remington introduced the first-ever 
typewriter in 1873, the Company's activities 
have extended to practically every aspect of 


office automation. 


Every working day, relentless research by 
Remington Rand into office management 
coupled with its unique range of office equip 
ment, is helping to promote maximum 
efficiency at lowest cost, in routine and ad 


ministrative operations everyw here 


Accounting, Adding, Calculating, Dictating 
Duplicating and Photo-Copying Machines. Univac 
Electronic Computing Systems. O & M Service 
Filing, Visible Record and Charting Systems. Fire 
Resistant Equipment. Electric, Noiseless and 
Standard Typewriters. Office Furniture and Supplies 


People mS KNOW aa 
Hlemington Flanda 


eS 








s 





Remington RandLtd,1-19NewOxfordSt,.LondonWC1 CHA8888 


There is a branch in your area—consult your telephone directory 
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This firm* has found 


THE BASIC ANSWER 


to increased productivity 
without capital investment 


WHAT ABOUT YOU? 


When all’s said and done, the success of your drive for 
Increased Productivity and Reduced Costs depends upon 
the frame of mind of the people who work for you. 
Even without physical or mechanical improvements, pro- 
ductivity can be raised-—provided that your employees 
want to raise it. 

This may seem a simple problem of management /labour 
In fact, it’s probably the most fundamental 
and the most difficult task that has to be solved in 
Industry today 


relations. 


but also the most rewarding! 
The Industrial Motivation Service offered by Tannock & 
James Ltd. is designed to increase co-operation, team- 
work and results. On the one hand it makes for 
improved understanding of your problems by those ‘ on 
the floor.” On the other, it helps your employee to 
realise that you, too, are working for his prosperity and 
security. 
Although this is a comparatively new service, already a 
large number of firms (large and small) in different 
industries, are using it. Many of them have already 
reported striking results. Production and sales are up, 
above all, enthusiasm 
And all this at a cost 
a mere fraction of the 
savings it brings in increased productive capacity. 


costs and wastage reduced 
and interest has been increased! 


of only Jd. per man per day 


In all probability, you already have many of your own 
ideas On man management successfully working. This 
service in no way cuts across them—-on the contrary, it 
is flexible enough to fit in with them and at the same 
time to give the whole operation a sound and solid basis 
We shall be glad to give you fuller details of this 
Service—and what it can do for you—if you will write, 
or phone... 


TANNOCK 
& JAMES LTD. 


49 CONDUIT STREET LONDON W.! 
TELEPHONE: REGENT 7308 


Bowyers (Wiltshire Bacon) Ltd., of Trowbridge, have only 
been using the T & J Service for three months. In this time, 

Ke productivity has increased by 2-3 per cent and manufacturing 
and distributing costs have been appreciably cut 


A British Service to Industry 
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LOOK, NO DRIVER needed for this Robotug 
hauling trolleys at British Railway's Newton Abbot 
Devon, depot. Porters control it from suspended 
panels. Robotug follows a wire stuck in the platform, 
by means of a sensing device—there is no physical 
contact. Route can be changed quickly and easily 





whole of the redesigned ground floor is for customer 
service. 

But with customers asking for loans and advice, the 
distance between managers and accounts could be a 
big problem. This is where TV comes in. Each 
executive has a TV control panel and press-to-talk 
intercom. If Mr. Brown calls to ask for an overdraft 
there are no embarrassingly long delays. The executive 
asks on the intercom for Mr. Brown’s account. A 
clerk upstairs places it in front of the TV camera and 
it appears on the executive’s screen. The screen is 
positioned so that Mr. Brown cannot see it unless he 
is invited. 

There are three cameras and eight screens. Another 
camera may be installed later. Normally the camera 
‘views’ only the top half of a ledger sheet. If the bank 
executive wants to see the lower half he presses a 
second button. This operates a solenoid which tilts a 
mirror, reflecting the lower half on to the camera. A 
third button cancels the view so that no one can see 
the ledger sheet without asking for it again. 
is thus assured. 

One big ‘extra’ advantage of the system is that 
the clatter of accounting machines is kept away from 
the public area. END 


Secrecy 
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There are No Mistakes 


when You 
Install .... 


AINson 





BECAUSE 
IT IS FOOL-PROOF AND FUSS-PROOF 





‘Anson’ Copying Machines produce true second and third originals of letters, 
invoices, statements, orders, reports, legal documents, designs, sheets of music, pages 
from books, and even make multiple copies from one negative. Copies are instantly 
virtually dry — ready for immediate use. ‘Anson’ Copying Machines give perfect 
white photocopies from originals in any colour including red in no more than a few 
seconds. They will produce both sides of any double-sided document on one sheet 
of paper and, mark you, absolutely nothing left out. Annotations, alterations and 
signatures are faithfully and strongly reproduced. The copy indeed, is more legible 
than the original. 

Hours of copy-typing, checking and correction are entirely eliminated. The 
Accountant, the Director, the Secretary, or the Office Boy can use the ‘Anson’. 
Efficient in performance, yet stylish and compact, it occupies hardly more space than 
a typewriter and can be kept as convenient to your desk as the office telephone. It 
is part of your ordinary office equipment—net photographic apparatus kept in the 
basement. It is used under everyday office conditions. No darkroom is necessary, 
no rinsing, no washing, no fixing and no stains. 


One ‘Anson’ Copying Machine does twice as much work in 


one day as six typists in one week CORRECTLY. 





NEW ‘Anson’ Copying Machines are worthy of 
Your office boy will make your further investigation. Kindly com- 


offset-litho plates in seconds plete the form below for full details. 


with the Anson—at a cost Prices from £46 5 0 
of only 3/6d. e We 

















SS TT —_sHoEn ———- memes 
1959 | ‘ANSON’ INQUIRY FORM ‘ | 
Please pin completed 
| Please send full details of the *Anson’ Copying Machine without obligation form to your letterheading | 
and post to 
Firm as | 
GEORGE ANSON & CO. LTD., 
| Address Solway House, | 
| Southwark Street, 
| Mark for attention of London, S.E.! | 
Tel. Waterloo 2711 (10 lines) 
Telephone No : AC/DC 
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More work need not mean more staff! 


The PRIMUS man can show you why 


That’s all very well, but these office systems 

cost the earth to install. 

This one doesn’t. You can use it on all your 
existing typewriters, teleprinters and accounting 
and billing machines. There is no capital 
expenditure. 

Won’t my office be disrupted whilst my staff are 
learning to operate it ? 

Definitely not. Any typist can learn the Primus 
system in fifteen minutes. 

My own system has been evolved to suit my special 
needs. I don’t want it mutilated. 

It won’t be. The basic principle of Primus 
Continuous Stationery never varies, but at the 
same time it can be adapted io suit each individual 
user’s needs perfectly. That’s the beauty of it. 
What saving will it show me ? 

On things like invoicing, works orders, goods 
received notes and purchase orders it will save 
one hour in three of each typist’s time, boost her 
output by 50 per cent and eliminate a large 
percentage of errors. But look here, 

we've run out of space... 

*The PRIMUS man can tell you all you want to know 
and prove his case in your office. You contact him. 
There’s no obligation. 
































IT’S AS SIMPLE AS THIS 


PRIMUS 


continuous stationery 


s rropuct of (CARTER DAVIS Lip. 


20 QUEEN ELIZABETH STREET, LONDON, S.E.1 
Telephone HOP 5344 (5 lines) 





BRANCHES IN BELFAST BIRMINGHAM BRISTOL DUBLIN EDINBURGH * GLASGOW LEEDS LEICESTER LIVERPOOL MANCHESTER NEWCASTLE 
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Office manager balances first time! 


In this new Kalamazoo “Sales Ledger” 
method you don’t need a sales ledger! Yet 
statements are ready at month end, postings are 
al! proved in no time and there’s never any 
problem about what makes up an old balance. 

Sundries accounts become child’s play. 
Send back this coupon for full details. 


SALES 


Kalamazoo eee 


To KALAMAZOO LTD. 
NORTHFIELD, BIRMINGHAM 341 


Please let me have your new leaflet on 
“27” Accounting 


Name 


Name of Company 








Ofptcl 


ailored — 
to your business 


Siemens Ediswan can offer an unrivalled range of efficiency aids 


of all kinds, supplied on a rental or outright sale basis. 


MERE 'S$ A SMALL SELECTION 





PUSH-BUTTON TELEPHONES CALLOVER TELEPHONES INTERMATIC 
(Cat. No. P.T. 15) (Cat. No. P.D. 6/P.T. 17) (Cat. No. P.T. 15) 








STAFF TIME RECORDERS STAFF CALL SYSTEMS PUBLIC ADDRESS-LOUDSPEAKERS 
Cat. No. P.T. 10/56) (Cat. No. P.T. 10/56) (Cat. No. P.T. 11/56) 








De an ee 


SIEMENS EDISON SWAN LTD., Be \E ME N .) 
An A.E.1. Company I 
DISWA™ 


Private Telephone Department, Siemens House, No. 3 Trading Estate, 
Avonmore Road, West Kensington, London, W.14. Tel: Fulham 9471 — 
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CAPITAL 
can be 
a decisive factor 


for industrial and commercial enterprises in 
their ¢ Upanston and progress. I1ChC’s function 
is to provide capital for small and medium 
concerns in Great Britain in the form of long- 


term loans and share capital. 


Ow hookl a Ji bh ( apital for Busine SS ana 


Where to Find It, will be sent on request. 


INDUSTRIAL & COMMERCIAL 
FINANCE CORPORATION 
LIMITED 


Shareholders: The English and Scottish Banks 


Head Office: 7 Drapers’ Gardens, London, E( 


Tel.: National 8621-5 


BRANCHES 
Birmingham 214+ Hagley Road Edgbaston 4181 
Leicester — 31 Friar Lane Granby 85+ 
Manchester — 73 Whitworth Street Central 5429 
Leeds — Headrow House Leeds 22727 
Edinburgh - 55 Charlotte Square Edinburgh 30212 
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you can see 





Addressall 





advantages! 


SPEED 














The average typist can only type approximately 750 addresses per 
day, whereas Addressall Machines have capacities from 1,000 to 
8,000 impressions per hour! Besides this speed of addressing, the 
stencils can be typed in your own office at a rate of about 100 per 
hour per typist. No cumbersome metal stamping is necessary, 
because the stencils are done on your own typewriter, with a small 
attachment. 


The Addressall system for addressing, indexing and tabulating is 
one of the most efficient and least expensive on the market. The 
system is based on the Indexograph typewritable stencil, which is 
typed in your own office, light and easy to handle. There is a full 
range of machines, one of which is right for your business. 


This new brochure explains why 
the Addressal/ System is the choice 
of so many large and small firms. 
Ask your secretary to send for 
YOUR COPY— it’s free and places 


you under no obligation whatsoever. 





Please send a copy of 
“*Addressall Advantages’”’ to: 





NAME 
COMPANY 
ADDRESS 














Pe. 


Southampton Row, London, W.C.1. Tel: HOLborn 1524/8 (5 lines) 
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Are you searching? 


Are you thinking about Visible Index 


Equipment because your present 
records make searching necessary, 
or because you know it is the most 
efficient method of presenting inform- 
ation? Copedex spotlights important 
facts so that you can see them when 


you want them. 


Look at the illustrations and see why 
you should LOOK AT COPEDEX. 


en acessnenesnaiaatimepuards 5 


Complete and post this coupon today 
for full details of COPEDEX 


Name of Firm 


| 

| 

| 

| 

Name of position 
of writer 
Address ; 
| 

| 

| 


(Block Letters Please) V1.B-7-59 
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it all hinges 


on this 
Constont 
Visibility 
Throughout 
Rapid Pocket 
Re- arrangement 
THE 
COPELAND-CHATTERSON 
co. LTD. 
London Office & Showrooms : GATEWAY HOUSE, | WATLING 


STREET, LONDON, E.C.4 
Telephone: CiTy 2284 
Registered Office & Works: STROUD, GLOS 


Birmingham, Bristol, Cardiff, Glasgow, Leicester 
Manchester, Newcastle upon Tyne, and Sheffield 


Agent in Ireland: * Crowe Street, Dundalk 


Branches at Leeds, Liverpoo! 


Agents throughout the World 
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COLUMBIA 


You'll find Columbia Ribbons and Carbons 
wherever neat, clean and smudge-free letters are wanted; 
they always create the right impression. Columbia 
products, economical, long lasting and clean to 


handle, are known and used throughout the world. 


FOR A GOOD IMPRESSION EVERY TIME—IT’S COLUMBIA 
Titan Marathon Black Diamond - Classic Nonstick Readymaster Clean Hands 


COLUMBIA RIBBON & CARBON MANUFACTURING CO. LTD Factories in 





NEW YORK - CALIFORNIA - TORONTO 

KANGLEY BRIDGE ROAD - LOWER SYDENHAM - LONDON - S5.E.26 BUENOS AIRES - MILAN - SYDNEY N.S.W. 
CA6S 
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Gihe ai, 


AS A SALES AID, film is 
invaluable, especially where it is 
impracticable to take a product 
out for demonstration, which is 
often the case for large industrial 
machinery and delicate scientific 
apparatus. It will also enable you 
to send copies abroad for keeping 
overseas agents personally in touch 
with modern developments 


AS A TRAINING MEDIUM, 
film is unsurpassed—it is a proved 
fact that the mind will absorb far 
more quickly and retain longer, 
any information that is shown 
visually 


FOR ACCIDENT PREVEN- 
TION AND WELFARE FILMS, 
points of danger and interest can 
be clearly emphasized to make a 
far greater impression on the 
audience 


Undoubtedly films can make your 
business more efficient and at the 
same time cut costs. Why not 
write to us for more information, 
for who better to give advice on 
these problems than the distri- 
butors of the world’s most famous 
and widely used professional 
16 mm. equipment In fact, 
wherever films are shown it is 
almost certain that  Paillard- 
Bolex Swiss precision - made 
cameras have helped in_ their 
success. Ask any film unit. 


The Paillard-Bolex H16 
camera at work in the Hermes 
Typewriter factory. 
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Film is rapidly becoming a 
powerful tool in modern 
business. It can sell your 
goods, train your staff, help 
production and even 

reduce accidents And with 
a Bolex cine camera on 

the payroll your filming 
activities are both versatile 
and inexpensive 


The range of BOLEX H16 
Swiss precision-made cameras 
is famous throughout the 
world for performance, 
quality and reliability. They 
have every feature required 
by the industrialist and, 
because of a remarkable 
specification, are usually 
chosen for any type of impor- 
tant research work or 
industrial filming. The HI6M 
at £99.19.6 is one of the 

most advanced 16 mm 
cameras within its price range 





CINEX LIMITED 


Bolex House, Burleigh Gardens, 
Southgate, London, N.14. 
Telephone FOX Lane 104!. 
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is 
the 


new 
IBM 


mors 


electric 








Here is the reason why every office that has ever thought of 


switching to electric typewriters should do so right away. It’s the 
newIBM —a machine so beautiful to look at, so effortless to use, 
so perfect in performance, you might forget its real purpose— 
saving you money through increased productivity. This new IBM 
can help to save £20 on every £100 you spend on typing. Now as 
never before is the time to switch to the most modern typewriters 
in the world—TBM electrics. 


@ Quiet-glide carriage + New 
‘decelerator’ action to cushion electric 
tabulation and carriage return @ 
Buoyant, speed-levelled keyboard @e 
Adjustable touch control e High-speed 
electrically repeating typamatic keys 
—space bar, line spacer, underscore, 
and back spacer e Up to 20 legible 
carbon copies @e Automatic electric re- 
wind for the 3-track ribbon e Single 
margin set key, line position reset, 
copy guide, and many other standard 
features. 





cut the cost with 


electric typewriters 








IBM United Kingdom Ltd, 101 Wigmore Street, London Wl. Tel: WELbeck 6600 
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pity they 
can’t give us 
more space! 


“*D’ Bay looks more like a jumble 
sale than a store! We must get that 
stuff off the floor or be in trouble 


with production. But where?” 


i iis 


Have you such a probiem 7 
You should investigate the Kee Kiamp system. Kee Klamp 
storage racks are planned to make the most efficient use 
of available space. They can be “tailored” to fit into 
otherwise unusable spaces and can be readily adapted 
to varying stock requirements. 


KEE KLAMBP... 


TUBULAR STEEL STORAGE RACKS 


a vital factor 
in production planning 
Our booklet The Problem of Storage” illustrates the Kee Klamp system. Copies gladly forwarded 


GEO. H. GASCOIGNE CO. LTD. 507 GASCOIGNE HOUSE, READING, BERKS 
Telephone: READING 54417 (3 lines) 
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Design C—new 
unit-system 
of office furniture 


The core of the system 
4 A ridge like this at each side of the desk 


Flush-fitting, satin brass clips like this fixed > 
into the side of each extension unit 








The desk, fitted with 6 drawers, is the basic 
unit. On to either side can be suspended a filing 
unit, a cupboard, extra drawers or even 2 
secretary's typing unit which allows the 





typewriter to fold away when not required 
The Design C sy«tem is made in mahogany 
with sapele veneer: front panels of 

desks and extension units are available 
ebonised or veneered in Rio rosewood. 






Designed by and exclusive to 
Catesbys Contracts and Export 
(Patent applied for) 





interiors by 


Catesbys 


CONTRACTS & EXPORT LTD 





The interior as you originally conceived 
it down to the last detail — intelligently 
interpreted, impeccably executed by 

Catesbys Contracts and Export. 





CATESBSYS CONTRACTS AND EXPORT LIMITED + TOTTENHAM COURT ROAD wt MUSEUM 
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Westminster Bank Limited, Overseas Branch, Threadneedle Street, B.C 


Architects: S. F. Everson and D. F. Searles A/A RABRA 


Kifficiency in Steel 


Conversion of an extensive open floor to this digni 
fied suite of offices was accomplished largely by the 
installation of Harvey Steel Partitions, Desks, Desk- 
ing, Filing Cabinets, Shelving, etc. 

Adaptable to the most modern conceptions of office 
planning, Harvey Steel Equipment is built to a stan- 
dard which ensures prolonged trouble-free service. 


OPV AGs¢ 


DESKING - CABINETS - PARTITIONS 





Catalogues available on request 


G. A. HARVEY & CO. (LONDON) LTD. 
WOOLWICH ROAD, LONDON, S.E.7 


Telephone: GREenwich 3232 (22 lines). 
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Design C—new 
unit-system 
of office furniture 


The core of the system 
< A ridge like this at each side of the desk 










Flush-fitting, satin brass clips like this fixed > 







into the side of each extension unit 





ce ee 





The desk, fitted with 6 drawers, is the basic 
unit. On to either side can be suspended a filing 
unit, a cupboard, extra drawers or evena 
secretary's typing unit which allows the 


rte ay 








typewriter to fold away when not required 









The Design C system is made in mahogany 






with sapele veneer: front panels of 
desks and extension units are available 
ebonised or veneered in Rio rosewood. 













Designed by and exclusive to 
Catesbys Contracts and Export 
(Patent applied for) 










interiors by 


Catesbys 


CONTRACTS & EXPORT LTD 









The interior as you originally conceived 
it down to the last detail — intelligently 
interpreted, impeccably executed by 

Catesbys Contracts and Export. 








CATESSYS CONTRACTS AND EXPORT LIMITED + TOTTENHAM COURT ROAD wt MUSEUM 
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Westminster Bank Limited, Overseas Branch, Threadneedle Street, E.C. 


Architects: S. F. Everson and D. F. Searles A/A RABA 


Kitheiency in Steel 


Conversion of an extensive open floor to this digni- 
fied suite of offices was accomplished largely by the 
installation of Harvey Steel Partitions, Desks, Desk- 
ing, Filing Cabinets, Shelving, etc. 

Adaptable to the most modern conceptions of office 
planning, Harvey Steel Equipment is built to a stan- 
dard which ensures prolonged trouble-free service. 





“HARVEY 
DESKING - CABINETS - PARTITIONS 


Catalogues available on request 


G. A. HARVEY & CO. (LONDON) LTD. 
WOOLWICH ROAD, LONDON, S.E.7 


Telephone: GREenwich 3232 (22 lines). 
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With the latest GESTETNER equipment, including the brilliant new 


GESTETNER 300 series duplicators and the revolutionary 


GESTEFAX electronic stencil scanner, duplicating now challenges print... 


equalling it for many purposes in quality and versatility 


... almost invariably beating it on cost. 


Gestefax - the new electronic scanner - for simple automatic stencil cutting... 








The Gestefax, an amazing 


new Gestetner development, 


reproduces from an original directly 





on to a plastic stencil. So 
now, on your own duplicator, 
in your own office, you 

can reproduce many of the 
jobs which you now send 


out for printing 
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... anyone can operate it! 





NO CAMERA, NO DARKROOM 
NO NEGATIVES, NO CHEMICALS 


Gestefax offers the following 
additional advantages :— 





#* Automatic operation—two simple controls; 
3% Eliminates checking, ideal for reproduction of foreign languages, 
technical data, bills of quantity, etc; 


3% Reproduces wide range of originals—typescript, print, illustrations, 
paste-ups, etc. 


BUSINESS 





puts duplicating 


viii 


f 


on a par with print 


: aoe 





The new GES- 
TETNER Model 
360 is fully auto- 
maticin operation; 
its few controls 
are colour styled 
and grouped for 
added simplicity. Features include a com- 
pletely new positive feed mechanism and 
the unique provision of joggers on the 
receiving tray which ensure perfect stack- 
ing. The newly designed cabinet is fitted 
to hold colour change kit, and provides 
ample storage space for Gestetner 
supplies. 





* Feed Positive feed and register on all 
paper stock from airmail to board; 

* Joggers Simple jogger movement squares 
up copies for collecting or second run; 

* Stencil Fixing Quickest, cleanest, 
simplest—just slip head of stencil under 
fixing bar; 

* Ink Control inking is automatic, just set 
it and forget it; 

* Print Positioning Easily adjustable 
vertically and horizontally while the machine is 
running; 

* Automatic Counter Set to the num- 
ber of copies required—automatically stops 
feeding and switches off when completed; 

* Speed Fully controlied—up to 150 copies 
per minute. 


MODEL 366. Provides additional features including a new secondary 
feed specially designed for the exact register required in statistical 
financial and colour work. Smai/! paper and cards can also be fed 
automatically with the same accurate register 


MODEL 360 


GESTETNER LIMITED, Gestetner House, 210 Euston Rd, London, N.W.1. EUS 7021! and over 40 Branches throughout the British Isles 
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AA We're still 
a i in the 
“MIDDLE AGES! 


Bound hand and foot by mediaeval — 
practices. COINAGE based te a 
7 on a pound weight of 


re ' 
‘ ae % silver or something. And MEASURES! 
7 ci) 
— D’you know that a cricket pitch is 4 rods, 
"ns poles or perches long? I ask you! 
But to the point. PAPER. 
Do you realise that writing paper 
alone comes in ten different 
sizes, to say nothing of their 
multiples! First made 
4 in 1495, they tell me. Let me tell them 
There are GLIMMERINGS. 
Rationalisation. Standardisation 
rr — The GOLDEN SQUARE. 
| \ vt 
LJ ‘ \_J| Does your paper buyer , 
A 15 es 
know about YD and the Golden Square? a 
Iny 


Lift the vizor. Show him who's progressive! 





First typewriting paper 
cut to the Golden Square 


YD Cut Bank—an excellent typing paper, 
made in traditional sizes for years—is now also 
made to a Golden Square, the standard used in 
26 European countries. 

Rationalisation, frankly, brings no saving 
at present. But when Golden Square catches on 
it will bring worth-while economies all round. 

So find out more about YD Cut Bank in the 
Golden Square. We shall be delighted to senda 
representative to see your paper buyer. 


A Golden Square 


When paper made to a Golden Square is folded, 
the reduced size will be in the same propor- 
tions as the original. This format is approved 
by the B.S.I. 


eckins. 


qi sneets 
eral 5 , 
jready 


ves sev 


yy gon't & 


YATES DUXBURY & SONS LTD. 
HEAP BRIDGE PAPER MILLS-BURY-LANCS 








Picture the 
Publicity 





An envelope like this will carry a true-to- 
life illustration of your product right into 
the hands of potential customers. The realistic 
PHOTOPRINT design, reproduced all over the 
back of the envelope in any one of a number of 
attractive colours, simply cannot be missed. 
Many well-known concerns use PHOTOPRINT 
envelopes with great success. It is not a costly 
business — just the reverse—and the reward for 
the small extra expense surprises everyone. Talk 
it over with your printer. In consultation with him 
and entirely without obligation —we will prepare 
a sketch. Or write for examples of PHOTOPRINT 
in action to:— 





John Dickinson & Go. Ltd 


' BANKER ENVELOPE DEPARTMENT, i 
; APSLEY MILLS, HEMEL HEMPSTEAD, HERTS : 
: Please send examples of PHOTOPRINT in action : 
r i 
| Name ' 
i ' 
; Address ; 
' ' 
_ » § 
i ' 
. My usual Printer or Stationer is ' 

' 
i ! 
espcepelincntobanaseeiapetiseinagbohasenpens- abate teasamemeans aeaataemsenaataaametenteamee cee J 
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contracts 


from the 


Hnglish Hlectric 


CO. LTD 


endorse the supremacy of 








VENTILATION 


Time and again, industrialists large and smali place 
repeat orders with Colt. And for three good reasons 
Colt ventilation systems depend in the main on 
internal convection currents—not external forces— 
and are therefore little affected by the vagaries of 
the wind. Colt offer an unparalleled range of ven- 
tilators. And most important, every Colt recom- 
mendation is based on a thorough analysis of the 
building, plant and process either from a site 
survey or drawings. Such thoroughness influences 
firms such as the English Electric Co. Ltd. It will 
impress you, too 

Send for free manual to Dept. No. 029/7 
Among the 12,000 major 

Industrial] Organisations using Colt equipment are: 
15 contracts: Cow & Gate Ltd. 
20 contracts: Courtaulds Lid 
37 contracts: Vickers-Armstrongs (Aircraft) Ltd 

6 contracts: Smith-Clayton Forge Ltd. 
29 contracts: Nationa! Coal Board 
22 contracts: Lever Bros. Port Suniight Lid 
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COLT CO 2046 VENTILATORS AT THE ENGLISH ELECTRIC CO LTD., RUGBY 


COLT VENTILATION LIMITED - SURBITON . SURREY . TELEPHONE: ELMBRIDGE 0161 (10 LINES) 








It almost 
y THINKS AS IT INKS! 


=» 


a) 





Developed and fully patented by Ellams, the people who added the 
word ‘Duplicator’ to the English language, Copy Controlled Auto- 
matic Inking banishes mess and waste. The work controls the inking! 
Only enough ink is used to make good legible copies, and the machine can 
produce THOUSANDS OF COPIES without refilling 
This valuable improvement is exclusive to Ellams Duplicators 
The MODEL E.R.2 illustrated is electrically driven and has all the 
features which you expect in a modern duplicator 
Make it easier for your staff to produce good duplicating, by investing 
in an up-to-date Ellams Duplicator 


lease ask for further particulars, or call at our showrooms 





DUPLICATOR COMPANY LIMITED 


5 DEAN STREET, LONDON, W.I Telephon GERrard 455¢ 





CAPITAL MOTORS for NEW VAUXHALLS! 


—And a plan 
which solves 
company car 
problems! 





THE SERIES 2 VICTOR DE LUXE 


Here in London's finest motor showrooms The Capital Annual Replacement Scheme is 
the brilliant Vauxhall models are on parade. designed to meet all needs, from one car to a 
The supremely successful Velox and Cresta thousand. Buying and selling is simplified and 
saloons and the Series 2 Victors with their new first-class motoring becomes a certainty. Write 
classic simplicity of line await your choice. or telephone for our brochure giving full details. 
Proved in economy and reliability, years ahead in You'll be surprised how littlke Annual Replace- 
style and roadability, you will find nothing ment costs—it brings new car motoring within 
anywhere to beat them for value. your budget. 


CAPITAL MOTOR CO. LTD - VAUXHALL, BEDFORD AND SCAMMELL DISTRIBUTORS 


Sales, Service and Showrooms: Tottenham Lane, Hornsey, LONDON, N.8 Tel.: MOUntview 3451 
Sales, Service and Head Office: Remington Street, City Road, LONDON, N.1 Tel.: CLErkenwell 7456 
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Verifax’ copier in use in th 


of Isaac Braithwaite & S 


Kodak Ltd., Dept. 594, 
Kodak House, Kingsway, 
London, W.C.2 


“"Verifax is a registered trade-ma 


‘Don’t know 


how we managed 
without it’ 


Says famous engineering firm 


Isaac Braithwaite & Son Engineers Ltd. invested 
in two ‘Verifax’ copiers. They find them 
invaluable. For instance, handwritten notes 

used to be made of export specifications; 

now they make ‘Verifax’ copies, and have the 


complete story in a fraction of the time. 


The ‘Verifax’ copier also makes it much 
easier to ensure that accurate copies of 
important documents are available quickly 
to all concerned. Says one director: ““The 
machine has obviously saved a great deal of 
typists’ time . . . quite frankly, we do not 


know how we managed without our ‘Verifax’.” 


And, of course, like so many other firms, 
Braithwaite’s value the ‘Verifax’ copier 
because it never makes a mistake. It gives 
photo-accurate, permanent copies of any 
kind of writing, on inexpensive paper—and 
at such a speed that the saving in copying 


time can pay for the copier within two months. 


The ‘Verifax’ copier is a boon to Braithwaite’s 


. and it could be the same to you. 


Why not write for further details? 


KODAK 


Verifax 


COPIER 
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How 

to measure 

a 

business man 









Take a business man. Then take a Stanley rule. 
Bring the two together. That’s it. The measure of 
your success is how long the business man remembers 
you. Now the rules Stanley make can have your 
name, trade-mark or device on "em (in colour and all) ! 
They’ re the sort of gift peopl are likely to keep. 
And even use. Guaranteed to act as a mnemonic for a 

long, long time. 


* Stanley ‘€Pyll-Push”’ Rules make excellent 
business gifts. Write to us for descriptive leaflet 


and sample quotation. STANLEY 


STANLEY WORKS (GC.B.) LIMITED - RUTLAND ROAD + SHEFFIELD 3 
switg 


BUILD UP 


YOUR STORAGE CAPACITY 
with 
SQUIRREL HEAVY DUTY 
MULTI-TIER INSTALLATIONS 


Write or telephone for further details of :-— 


MOBILE SHELVING 
LIGHT INDUSTRIAL UNITS 
OFFICE AND WORKS PARTITIONS 
DISPLAY AND LIBRARY SHELVING 
BINNING AND DRAWER UNITS 
HEAVY INDUSTRIAL SHELVING TO BSS 826 


specify: 
SQUIRREL STORAGE INSTALLATIONS BY 


BAXTER FELL <= 


TOWER WORKS NORTHFLEET KENT 


Telephone: Gravesend 4955 


FLOOR SPACE 
1S VALUABLE 
We are happy ro 
cooperate with works 
engineers and architects in 

| designing installations com- 
plece wich lifts where necessary 


Two Tier Min. Head Room |3' 6” 
Three Tier Min. Head Room 20’ 6” 





HEAD OFFICE: IBEX HOUSE, MINORIES, LONDON, E.C.3 Telephone: Royal 4577 
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MASTER CLOCK 


rime 5 YSTEM 





IN EVERY WAY 


The International 
Superelectric 

Master Clock Time System 
is outstanding 

with its assured accuracy 
and uniform time control. 


Included in the System are 
ATTENDANCE TIME RECORDERS 
JOB TIME RECORDERS 
PROGRAMME MACHINES 

TIME STAMPS 

ELECTRIC CLOCKS 

(that not only show the time 

but also signal to personnel) 


The System provides 

AUTOMATIC SUPERVISION— 

an Exclusive International feature that 
verifies the receipt of 60 minute impulses 
every hour by each time unit on the circuit. 


The Master Clock does not depend upon the 
mains for its time-keeping qualities. 
Wiring is in parallel and no batteries are required. 


Ask for booklet, “The Odd Minute”, ref. J. 708-1 











1BM_ International 


me Recorder 





IBM International 


Printume Stamp 


IBM UNITED KINGDOM LTD., International Time Recording Division 
8 Berkeley Square, London, W.|. Telephone: MAYfair 2004 


FACTORIES: LONDON and GREENOCK 


and at Birmingham, Glasgow, Manchester, Leeds, Sheffield, Liverpool, Newcastle-upon-Tyne and Bristol 





INTERNATIONAL TIME EQUIPMENT 





INTERNATIONAL TIME RECORDERS DATA PROCESSING 
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THE CARDWHEEL 
SELECTIVE BRAKE 














& 


CARDWHEEL ... the fastest system for reference and 
posting... is now fitted with the exclusive CARD- 
WHEEL SELECTIVE BRAKE... an innovation which gives 
three brake positions:— 


LEVER BACK—the wheel rotates forwards only 


LEVER FORWARD—the wheel rotates in reverse 
direction only. 


The Back and Forward movements enable either side of 
the card to be posted on to the most accessible position. 
LEVER IN CENTRE POSITION—the wheel revolves in 
either direction, enabling immediate reference to any card. 


The improved CARDWHEEL is even faster than before! 
. is now completely silent ... and requires the absolute 
minimum of effort to operate! 


C. W. CAVE & CO. LTD., 59 HOLBORN VIADUCT, LONDON, E.C.I. CEN 8402/5 


Continuous Stationery 


Pettys of Leeds are manufacturers ot 
Continuous Stationery as used with 
Mechanised Accounting and Electronic 
Computing Machines. We are also sole 
suppliers of the Econojet Typewriter 
Attachment which enables any standard 
typewriter to be utilised as a Continuous 
Stationery Billing Machine. 

For further details please write to 
Department B.M. 


PETTY AND SONS LIMITED 


Whitehall Printeries, Leeds 12 
Telephone: Leeds 3234! 
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MONOGRAM ANNOUNCE 


Fashion at Work . Hy ' 


, ; 





j 






Fine \ -” 















A hire service designed 
to brighten British Business 





Monogram had an idea that work clothes to be worn could look really attractive and still 

remain protective. So they commissioned Angela Gore to suggest practical ways and means 

The result is this unique range of work clothes in a variety of colours 

But because these garments are designed to make women operatives look and feel and work as 
better (Angela Gore has contrived them so that they flatter even ““ awkward ” figures) does y f ‘ 
not mean that they are flimsy. They have all been tested in the toughest conditions and are 


practical and safe. These new Monogram garments are ready to contribute to your appear- . ; 
ances, staff-relations and productivity now. Their regular supply, maintenance and replace- | 
ment come with the Monogram Service. All you pay is the weekly hire charge. Write or a 


telephone us and ask for the full details today 


. 7 
% Pin your letterhead or business card to this coupon, or fill in and post today »~ 


To THE MONOGRAM OVERALL SERVICE, STRATTON HOUSE, PICCADILLY, W.! 
Tel MAYfair 8886 
Please send full information about your service 


Name 

Company 

Address 

Telephone B ‘ 


eat ) ss 
cena) AN ADVANCE SERVICE 
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aywed t's WORKWEAR 
| 


OVERALL SERVICE 


For most jobs in the works and factory 
Sketchley can supply free of charge and 
on loan, coloured overalls (men's and 
women’s) in a wide range ot pleasing 
styles. Each wearer is individually 
measured and Sketchley deliver clean 
garments weekly; repairs are done when 
necessary (including buttun  replace- 
ments) and the garments are replaced 
when worn out. Firms Badge service 
now available. Please write for full 
details. 



















(for men oF women) 
ailable 





White long coats \" 
are now readily av 











a 








SKETCHLEY LIMITED, FOX GROVE, OLD BASFORD, NOTTINGHAM 
Tel. No. NOTTINGHAM 75161 


Production Gauge 


The sure measure of production efficiency 
is — how many minutes in the hour your 
machines are working. The Servis chart 
will tell you when, and for how long, 
working and idle periods occur. This is 
valuable data for those who are in control. 


GET THIS INFORMATION TODAY 
There is a Service Recorder which 
meets your needs in every respect, and 
you should know about it 

write for full details to 


19 LONDON ROAD - GLOUCESTER 
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The man you never meet is one of your biggest problems 


if you have anything to communicate. The way to reach him SS 


ts through print—but it’s no good pretending that print 


isn’t a highly technical and sometimes tricky medium. There’s 


many an expensive piece of printing which lands, 
unglanced at, in the wastepaper basket. All because it was 


wrongly designed for the job it was meant to do. 


Getting vaiue for money out of print 


There’s an entirely new development in the printing industry 
to help cope with every imaginable problem in the context 
of print and public relations. Greenaways, the printers, have 
been joined by a well-known public relations expert, Ian 
MacPhail. Mr. MacPhail has set up a new department to 
advise Greenaway clients about their relationship to their 
potential audience. This department sees to it that all print 
work done for a particular client reflects that client’s person- 
ality and is unmistakably his. It advises on when to use 
print—and when not to use it, even if this means a job the less 
for Greenaways. It considers what form each job should take, 


and when this has been decided, sees it through the press, 


‘ 
(; ree awe The Printers 


69 OLD BROAD ST., LONDON, E.C.2. LONDON WALL 7525 
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This is the most comprehensive service of its kind ever 


offered, and it is unique among printers. 


A hundred-year tradition of fine printing 

Daniel Greenaway & Sons Ltd., who have been printers in 
the City of London for three generations, already offer many 
specialist services to their clients. These include a day and 
night service and a dispatch-rider system—both of which 
contribute to a reputation for remarkable speed and punc- 
tuality joined to very high standards of quality. The new 
Greenaway Advisory Service will have the full backing of the 


considerable resources of the Greenaway Group 


Write now for descriptive booklet 


: 'AN MacPHAIL 

has been for the past fwe years 
| Public Relations Officer to Dexion Ltd. 
| His career has included extensive 
| experience of print-design, 

journalism and broadcasting. 
| 











ROTADEX No. 32 
500 cards, 34" x 2° 





ROTADEX 
No. 85X 
1,000 cards, 8° x5 


Flick / 





—AND IT’S FOUND 


A simple, swivel movement 
of the ROTADEX instantly 
locates any card. Widely 
used for customer indexing, 
telephone numbers, coding, 
piece rates, and a multitude 
of other applications. Handy 
desk models holding from 
500 to 3,000 cards. Larger 
motorised models available 















Standard card rulings for 
many popular requirements. 


Through leading stationers and office 
equipment dealers. Hammered silver finish adds sparkle to any office. 


ROTARY 
RECORDING 








WINDSOR HOUSE, 
656 CHESTER ROAD, 
ERDINGTON, 
BIRMINGHAM 23 


Tel No.: ERDington 5795 


ROTADEX No. 323X 
3,000 cards, 34” x 2 


ROTADEX 
SYSTEMS LTD. 











NEW! 
Ew! electrically Operated 


_ Is the Paper Work Monster 
DITTO D-70 Duplicator 


a ‘burning up too much of 









DITTO One-Writing Systems help you VY : 
put out these wasteful fires ; 


! 
' 
paperwork requirements. There is no charge for either 
Survey or design, of course, and you place yourself 1 
! 

' 


This is the mac n nsu 
hine wh h SUrDasseg for 
@ Which is y, 
al! Guptica ME and sys ems work offers a 


With a DITTO One-Writing System you eliminate re- 


writing from your business operation. You eliminate 
the possibility of costly errors. You save time, save 
clerical work, save operational expenditure. Whatever 
your particular requirements on Order Invoicing, Pur- 
chase Order-Receiving, Produciion Control—or other 
systems —let a DITTO systems representative survey 
your needs. His survey completed, he will design an 
individual DITTO One-Writing System to meet your 


S4 


under no obligation. For complete facts, write to 
Department P9B3 DITTO (Britain) Limited, 126/128 
New Kings Road, London S.W.6. RENown 4282/4. 


: oO 
KS — D itto (BRITAIN) LIMITED 
~ 


has 


..- the helping hand for modern busin 


Ties — wr Machines 
te for a demonstration tour’ ~~ s 
ay 


' 
' 

i 

' 

' 

a 

ess ; 
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Join the 
Brighter Light 
Brigade 





Good lighting fittings in offices, banks, 
department stores and similar buildings attract 
attention, impress customers and clients, speed 
work, reduce fatigue and eyestrain. 

The Siemens Ediswan Commercial Lighting Fittings 
catalogue (from which these illustrations were 
selected) is free and brings you details of suitable 
fittings for every type of office or store. 

Our Lighting Service offers you free 

expert advice and we shall be happy to 

send one of our qualified Lighting Engineers 

to talk lighting with you at any time. 





SIEMENS EDISWAN 


LAMPS AND LIGHTING 
COMMERCIAL | FLOODLIGHTING 


CONTEMPORARY | DOMESTIC 
SIEMENS EDISON SWAN LIMITED (40 4.5 / Compa 
Lamps & Lighting Division, 

38/39 Upper Thames Street, London EC4, 

Telephone : CENtral 2332 CRE 11/53 


JULY, 1959 55 








NOW LET’S GET RID 
OF THIS FIXED IDEA... 


it’s been pegging industrial profits too long 


What fixed idea ? 

The conventional kind of machine fixing: the 
bedding-or-bolting-down process that makes the 
machine line immobile and dictates the pattern of 
production. These days, rush contracts and snap 
decisions can only be implemented by immediate 
action on the machine shop floor. Time is too 
valuable to waste through obsolete methods of 


machine installation and shop replanning 


How to get rid of it. 


Bring “ Barrymount ” Machine Mounts into the 
shop. Machines stand safe but stand free on these 
steel-and-neoprene mounts. Production becomes 
flexible : 


days: machines can be switched or replaced with 


new installations take minutes instead of 


out delaying output or breaking the floor 


Tried and proved. 
*“ Barrymount ” Machine Mounts have now been 
tried and proved in numerous British industrial 
companies. In every case they've done all that’s 
claimed for them, and often more than their users 
expected. If you'd like to know more, ask your 


secretary to send off this coupon. 


MODERN MACHINE 
belong on 


TOOLS 


wave IN _ENGLADS UNDER Licence 





FROM BARRY CONTROLS INC or U S.A 


LEVELLING MACHINE MOUNTS 
Please send me details of * Barrymount”™’ Levelling Machine Mounts 
Name 
Position 
Company 


Address 


To: CEMENTATION (MUFFELITE) LIMITED, 
20 Albert Embankment, S.E.I1. REL. 6556 B.6 





Steel Office Furniture 


For the discriminating 


Constructors Steel Office Furniture built 


by craftsmen, for the modern office 





GOOD PLANNERS ALWAYS CONSULT 





CONSTRUCTORS LIMITED, Dept. T. Tyburn Road, 
Erdington, Birmingham 24. Phone: ERDington 1616. 
London Office: 98 Park Lane, W.|. Tel 
Leeds Office: 25 Merrion Street. 


: MAYfair 3074. 
el.: Leeds 28017. 
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100% accurate 
photo-copies 


in a few seconds- 
in your own office 














... litho plates and 


half-tone copies too!” 









i i ee 
— = 





i 
aid 
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PHOTO-COPIES: The Bandavelop Book 
Twin makes y t copies of 
documents book pages plans and 
diagrams in a few seconds Every 


detail is accurately, cleariy reproduced 


HALF-TONE COPIES: Bandavelop will 
produce perfect copies of photographs 
n half-tone quality. Delineation is first- 


class and reproduction accurate 





LITHO OFFSET PLATES: Bandavelop 
will give you an aluminium offset plate 
; wee, ready for printing from 
A ’ aimost any origina The operation is 
©) extremely simple and requires no 


re fac specialist knowledge 


B &€ A business 


> = & 2S 


from the Photo-copying Division of 


=j Bele, @.e-\. ie) —-t-1e@). me la ee 


Heod Office 

Banda House, Cambridge Grove, Hammersmith, London, W.6. Tel: RiVerside 4121 (20 lines) 
London Sales Office 

58-60 Kensington Church Street, London, W.8. Tel: WEStern 7250 (10 lines) 
On-the-spot service from the following branches : 


Belfast 4 ghar - 


Exeter - Glasgow - Lee BANDAVELOP BOOK TWIN 


anet her 
another 
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THE FINEST TYPEWRITER 
VALUE IN THE WORLD! 


Every typist appreciates a good typewriter 
and the Hermes Ambassador is an office 
model which gives unparalleled _per- 
formance. Every single feature of this 
machine is excellent. Why not give your 
typist a Swiss made precision typewriter? 
A Hermes Ambassador 


Sole distributors in Great Britain and Northern Ireland 


E. N. MASON & SONS LTD., Arclight Works, Colchester. Tel. 5191 


LONDON GLASGOW MANCHESTER BIRMINGHAM SHEFFIELD LIVERPOOL LEEDS BRISTOL 
There are HERMES agents in all principal towns. Ask your local dealer for a demonstration 





Specialized 


— 


T PERFORATIONS 











RATE HOLE OR SL 2 
\ ) 
GUMMED IN ANY WIDTH FOR ANY T 


MACH wa 
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individual requirements, accurate “ ANY COMBINATION OF SIZE - WIDTH OR PERFORA : 
ly and cleanly wound in any width 4 —— 

and for all types of specialized ( 

machines. Your enquiries will ~~ HUNT & COLLEYS LTD SPECIALISTS IN THE MANUFACTURE 
have our prompt and careful @ OF PAPER ROLLS FOR INDUSTRY 
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H.45 
ENQUIRY FORM 


There was a stir when the Board first saw specimens of Rotaprint work 


Please send, without obliga 
Printed on a duplicator ? 


Surely not! They just couldn't believe it tion, printed specimens and 
Then they got down to discussing just what a Rotaprint R70 office machine full details of Rotaprint 
could do for them; the list was impressive — letterheads, bulletins, reports — 
facsimile letters and even colourful advertising leaflets! 

The Rotaprint R70 is the ultimate in small offset printing machines, and it’s 

so easy to operate. Please fill in and post the attached coupon for 


DEPARTMENT 
your Rotaprint specimens 


c 3 Pin this Enquiry Form to your letter 
(0) f rare SMALL heading and post to Rotaprint 
OFFSET @ Lae eee all 


ROTAPRINT LIMITED - ROTAPRINT HOUSE - HONEYPOT LANE - LONDON - NWS ~ Telephone: COLindale 8822 (12 lines) 
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Could this be you? 


Does figure work often prove to be an arduous 
task ? Then why suffer when it can be some- 
thing to be enjoyed—-with the satisfaction that 
the answers will be right first time. An Odhner 
Adding and Listing Machine eliminates the 
worry of figure work—swiftly and efficiently ! 
What relief this beautifully designed machine 
can bring. The quiet, simplified operation, and 
specially designed keyboard are but a few of 
its outstanding features. Get 


a lifelong assistant 







get an Odhner, the 
machine you can 


count on! 


Odhner Adding and Listing Machines are available from DEALERS 
and BLOCK & ANDERSON branches throughout the country. 


BLOCK & ANDERSON ww 


Head Office; BANDA HOUSE, CAMBRIDGE GROVE, HAMMERSMITH, LONDON W.6 
Te/ : RiVerside 4121 (20 lines) 


ON-THE-SPOT SERVICE THROUGHOUT THE U.K. 
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Managers and buyers in works and offices s a 







all over the country specify Flo-master for 
all forms of marking because it is the most 
reliable medium available today. 


-and for 
STENCILLING 


The King Size for heavy industrial 
purposes is either used with the 
normal felt tip or with an inter- 
changeable head to provide a constant 
feed stencil brush. 


There are a hundred and one uses for 
Flo-master. 


Fade-resistant inks available in 10 
colours. 


Interchangeable felt tips provided for 
different widths of line. 


lo-master 


FELT TIP PEN 


Send for illustrated leaflet 





CUSHMAN & DENISON CO., LTD. 


DEPT. G, 215217 Coldharbour Lane, LONDON, S.W.9 


Telephone: BRixton 0747-8-9 
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Steel office furniture for 
busy people 


Write today for full range of furniture 


LEABANK OFFICE EQUIPMENT LIMITED 
Clifton House, Euston Road, London, N.W.1. Telephone: EUSton 1473-6 
\Vlember of the Owen Orcanisation : 
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On the dearth of Immortals 


“O, King, live for ever!” the people cry. But under present imperfect arrangements even 
kings never quite manage to bring this off. The people’s chances aren’t too bright, either. 
Crown and sceptre, umbrella and briefcase, all have to be laid aside in time. 
The analogy is not exact. National revenues, after all, go on. Private revenues 
are apt to dwindle and stop . . . Unless the breadwinner pauses in his 
breadwinning to think : to think ahead to the day when, incredibly but inevitably, 


someone else will be going through the papers in his writing desk, his deed box 









his office drawer marked “Private”. To find what? With luck, a safeguard 
for the years to come. An assurance not only of income today, but capital tomorrow. 
The SAFEGUARD POLICY means continuing security for your 
dependants when you are no longer on hand to see to it. It means 
material comfort for them in the future ; spiritual comfort for you in the present. 


And all for a small additional premium to either Endowment or W hole Life Assurance. 


Full particulars, with illustrations of how the SAFEGUARD POLICY works, may be had from 


in exchange for the date of your birth 


<> LEGAL & GENERAL 


Psveleltek 
tr ASSURANCE SOCIETY LIMITED 
yey 





CHIEF ADMINISTRATION: 188 FLEET STREET, LONDON, B8.C.4 











QUICK — EASY — VERSATILE > damien 





Lower working heights for 
machine operators can be 
incorporated. 





End your office planning problems with the new Burndale Unit Furniture. 

Made from the best materials, the design and finish is outstanding. (ae a 
Anyone can detach or add units in a moment simply by using a coin 

— no tools are necessary. 

In oak or sapele mahogany. Write for full details. 


BURNDALE OFFICE FURNITURE COMPANY LIMITED 
HAINGE ROAD, TIVIDALE, TIPTON, STAFFS. Telephone: TIPTON 1620 and 1629 
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VERSATILE 


OTEEL GUPBOA 


Shelve 
your space 
and storage 
problems 


. and leave them to Art Metal. 





Our steel cupboards, in various 
shapes and sizes, many with adjust- 
able shelves, will make up into 
*pigeon-hole’ cupboards to suit 
your needs as and when you require 
Or you can have full width shelves. 
In appearance, all Art Metal equip- 
ment adds a modern elegance to any 


office. Take a look at it! 





Fill in the coupon below—now ! 


Pf Sees eee eee 





r] Art Metal Construction Company t 
199/203 Buckingham Palace Read, London, S.W.1 
Art MAVie) Please send me Catalogue No. 601 7 
| oe) a | of Name i 
Buckingham Palace Road B Addre 5 
LONDON SW! ress ' 
EWS Ghee wee mms oe es om ts ee 
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Made in Holland 














Miles 
from the office 


...with a 
stack of letters 
to answer ? 


You need 


PHILIPS 


New Dictation Machine 
—it's got everything 
to help you! 


Letters full of finicky detail, queries by the dozen? 
Relax, relax ... Philips new Dictation Machine is here 
—and its helpfulness is complete and comprehensive. 

Answering those letters, for instance. Philips new 
Dictation Machine fits into a smart zip carrying case. Its 
tape reels are contained in a removable snap-in cassette. 
And that cassette is so light and compact it can be 
posted complete—no mess, no bother !—to your office 
for transcription. But then everything to help both the 
busy executive and his secretary has been thought of in 
Philips new Dictation Machine. Impossible to explain 
all its advantages here, but we do assure you they'll 
make any office work more efficiently. Your usual 
office equipment supplier will oblige with details or a 
demonstration. 


A complete equipment for only 47: gns. 


Comprising Dictation Machine 35 gns. (eu 3581) 


Microphone 6 gns. 
Foot Control 3 gns. 
Headphones 34 gns. 


PHILIPS ELECTRICAL LTD., CENTURY HOUSE, SHAFTESBURY AVENUE, LONDON, W.C.2 


(pT2529) 
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Sir, 

In the interesting article on trade 
agreements (April issue, page 93). 
Mr. Laurence Webley refers to the 
exemption from registration under 
The Restrictive 
Act 1956, of 
Agreements, being bilateral agree 


Trade Practices 


‘sole distributor 
ments not involving trade associa 
tions. 

The term ‘ trade association’ has 
come to have a very definite mean 
and it 
may not generally be thought that 
a marketing company 


ing in commercial circles, 
can be a 
trade association within the mean- 
ing of the Act. 

The definition of a 
ciation is contained in section 6 (8) 
of the Act. The definition is “A 
body of persons (whether 
porated or not) which is formed for 
the purpose of furthering the trade 
for 
the purposes of this section, two 


trade asso 


incor 


interests of its members and 


Or more persons being inter-con 
or corporations or 
individuals carrying on business in 
partnership with each other shall 
be treated as single person.’ 

consideration of the 
above section it is submitted that 
number of companies 
entirely distinct from each other in 
Ownership and direction set up a 
marketing company such a com- 
pany can be, and indeed should be, 
regarded as a trade association. If 


nected bodies 


From a 


where a 


this were not so, a number of 
distinct companies could, by 
arrangement between them, form 


a marketing company which could 
impose agreements of a registrable 
character but not be subject to 
registration on the ground that 
such agreements were bilateral or 
“sole distributor’ agreements 
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When is a Company an Association ? 


This has obtained 


responsible 


association 
and eminent 
that 


agreements 


legal 


opinion to the effect some 


garage petrol are 


registrable because a marketing 


company concerned is a_ trade 
association within the meaning of 
Act. We are that 


these agreements have been regis 


the not aware 
tered or that their registration has 
the 


13 of the 


for by Registrar 
Act 


specially to 


been called 
pursuant to section 


We 
some garage petrol agreements but 


have referred 
it is possible that marketing com 
panies in other industries may come 
the 
association as above defined. It 


within category of a trade 


Ss 
thought that this matter, in view 
of its obvious importance, should 
receive the attention of the legis 


lature 
A.A. Bits, F.C.C.S 
Secretary Motor Accessories 
Manufacturers Association Ltd 
London, W.1 
These references 
say a great deal 
Sir, 
fhe article ‘How Much Can 
You Say in a Reference’ (May 
issue, page 88), takes my mind 
back to a variety of ‘chits, pre 
sented by natives seeking jobs, 


which I have read in my long ser 
vice overseas, and also to certain 
cther ‘ testimonials’ on public ser 
which, whilst contributing 
the 


may 


vants 
serious 
your yet 
humorous (and possibly construc 
tive) aspect for your readers 


aspect of 
their 


nothing to 


article, have 


The best ‘chit’ I ever saw (and 


I can vouch for its authenticity), 


was one presented by an applicant 
for the vacant post of cook in the 


establishment of a friend of mine 


in Mesopotamia (as it then was) 
in 1922. It read thus 

The bearer of this chit—-Mohamet 
Ishmail—has been my cook for six 
weeks. He cooks entirely to his own 
satisfaction He account 
of ill-health—vrry 


leaves on 


ill-health 


(Signed) A. N. OTHER 
Lieut.-Col 


Commanding Nth. Blankshire Regt 


I wish Business the success it 
rightly deserves 

Ain COMMODORI 
London, W.C 2 
How much is Army 
training worth ? 
Sir, 


Retired 
is very smug about the quality of 
Army leader 


ship 
* other 


Colonel (Letters, June), 


administration and 


Readers who served as 


ranks’ and officers 


during the war will probably take 


junior 


what he says with a pinch of salt 
So Servicemen 
who, getting a 


will ex-National 
like myself, 


view of 


are 
comprehensive industry 
through participation in a manage 
ment training scheme 


I have no doubt that many busi 


ness firms would look just as 
smoothly organized—on the sur 
face—if they had the power to 
conscript employees 

As for the last paragraph of 


Retired Colonel's letter, the skilled 
fitter or 
make a 


the accountant may not 

good manager, but in 

1939-45 we had plenty of evidence 

that he made an excellent officer 
LANCE-CORPORAI 

Hemel Hempstead 

Herts 


(R1'p.) 





OW _. efficient is your 
company’s marketing organi- 
zation? To find out you look, 
naturally enough, at the sales graph. 
If it is rising—good. If it is falling 
bad. If it is stationary—well, 
at least there is nothing to panic 


about. The yardstick is as simple 
as that. 
Or is it? 


Assume that the company’s sales 
are increasing at the rate of 10 per 
cent a year. On this information 
alone, the marketing operation 
appears to be pretty successful. 
Now assume that the market is also 
expanding—but at the rate of 20 per 
cent a year. The first appraisal is no 
longer justified. While congratu- 
lating themselves on their * progress,” 
the company are in fact losing ground 
to competitors. If the demand levels 
off or begins to shrink, they may 
suddenly find themselves in a nasty 
situation. 

This is a rather elementary way of 
demonstrating that it is impossible 
to measure efficiency in marketing 
without assessing and comparing two 
things: the results and the potential. 

The volume of sales does not 
reveal the poteritial. Nor does it 
automatically give a clear and accur- 
ate picture of the company’s results. 
By eliminating some unprofitable 
lines, the management may simul- 
taneously decrease their volume of 
sales and their profits. 
Conversely, the misdirection of effort 
into unprofitable lines may give the 
sales graph a healthy look yet reduce 
the balance sheet to a rather sickly 
condition. 


increase 


Even the volume of profitable sales 
is deceptive. Because of inflation, 
the real value of money has dropped 
by nearly one-fifth during the past 
five years. Unless their turnover has 
increased correspondingly, a com- 
pany must accept the strong possi- 
bility that they, too, have dropped. 
A horizontal line of the sales graph 
is in fact a danger-signal. 


Diagnosis difficulties. After com- 
paring the true results with the 
potentialities of the market, a com- 
pany may decide that their sales 
performance is unsatisfactory. At 
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Is 


Your Compan 


Slipping ? 





this point, they are still a long way 
from locating the weaknesses and 
putting them right. 

The trouble may be caused by 
ineffective selling. But this is only 
one of many possibilities. The finest 
team of salesmen cannot achieve 
very much if they are badly controlled 
and supported by their head office. 
Nor can they sell the wrong product, 
or the right product in the wrong 
package, or the right product in the 
right package at the wrong price. 
For the manufacturing company, 
selling is the end of a long road. 
The activities which precede this— 
including development, design, 
production, packaging, pricing and 
storage—have so much bearing on 
the marketing operation that they 
are in fact parts of it. Therefore it 


is useless to try 


to diagnose the 
disappointing sales by 
examining one function in isolation 
from the rest. 


causes of 


Combined ‘ op.’ The latest attempt 
to break away from the piecemeal! 
diagnosis of sales problems is the 
marketing audit. This involves an 
A-to-Z appraisal of aims, policies, 
methods and personnel. 

It has been described, perhaps 
unwisely, as a ‘new technique’ 01 
a ‘new management tool.’ In fact, 
the newness consists of co-ordinating 
a number of techniques (such as 
acceptability tests, share-of-the- 
market studies, and distribution cost 
analyses) which have been used 
individually for some time. More- 
over, the techniques are generally 
less important than the painstaking 
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Many firms think they are doing better 


than they really are. 


These casebook 


examples reveal some of the reasons 
why sales opportunities are lost 


By Peter Spooner 





way in which all aspects of the 
marketing operation are investigated 
and evaluated. 

The analogy with financial auditing 
is legitimate. It has the small draw- 
back of suggesting a degree of 
precision which cannot be achieved 
in practice, particularly as much of 
the information has to be obtained 
outside the company and there is a 
strong emphasis on personal judg- 
ments. To offset this, however, it 
has the psychological value of imply- 
ing: 


1—That a marketing audit is an 
objective appraisal, either by inde- 
pendent consultants or by mem- 
bers of the company who are not 
personally involved in the day-to- 
day problems of selling. 
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2—That, basically, it is a method of 
checking efficiency, not a desperate 
attempt to plug the holes in a 
sinking ship, or the beginning of a 
head-rolling purge in the sales 
departments. 


The idea grows. Marketing audits 
are becoming popular in the U.S.A. 
A short time ago, the American 
Management Association issued a 
handbook endorsing most of the 
claims by firms which have tried this 
new approach. 

British businessmen are also show- 
ing an interest in it. The leading 


exponents are Sales Audits Ltd., 
one of the few consultancy firms 
which specialize in marketing. 
Adam Johnstone, who developed 
Sales Audits Ltd. from a personal 








consultancy business, has worked on 


both sides of the Atlantic. His team 
represents a wide range of skills and 
experience, although outside specia- 
lists (for example, market research 
interviewers and statisticians) are 
employed when the need arises. 

Sales Audits have already made 
surveys for a number of small and 
medium-sized firms. Because of the 
difficulty of selling a new idea as well 
as a new service, a proportion of 
their work falls short of full * aud- 
iting’; but it is rarely, if ever, 
confined to one department of a 
business. In some cases, moreover, 
the broad findings of the preliminary 
survey set off a sort of chain reaction, 
with the investigation spreading from 
one marketing function to another. 

Most—though not all—of the 
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clients are firms which have run into 
difficulties or believe that their sales 
performance is below par. To locate 
the trouble-spots, Sales Audits use a 
series of sales/profitability ratios 
which they have developed them- 
selves. This part of the diagnosis is 
then confirmed and ‘filled in’ by 
applying whatever techniques are 
appropriate to the type of business. 

Finally, the client gets a list of 


recommendations. In some cases, a 
Sales Audits man is installed as a 
temporary sales director (with 


limited executive 
things moving. 

The recommendations are seldom 
novel. In fact, it is the * ordinari- 
ness’ of the problems and _ their 
solutions which emphasizes the dan- 
ger of working management getting 
so close to the marketing operation 
that they cannot easily detect faults 
vr foresee new opportunities. 

The following case-book examples, 
extracted from a number of full 
investigations, show how such faults 
develop in practice. 


powers) to get 


Picking the losers. A faulty costing 
system nearly brought disaster to an 
old-established 
turer. 

The firm marketed 
groups of 


clothing manufac- 


about six 
products, all of which 
seemed to provide a_ reasonable 
margin of profit. Because of 
competition from younger businesses, 
their turnover was, however, falling. 
To offset this, the management had 
provisionally decided to put add- 
itional effort into the two depart- 
ments which were doing particularly 
badly. 

The ‘audit’ started with a study of 
the accounts. Before long, the 
consultants found that many expenses 
had been incorrectly allocated, thus 
giving a false picture of overhead 
costs and profits. 

After the expenses had _ been 
re-classified, the previous year’s 
figures were worked out on this basis. 
They revealed that the results from 
the two departments earmarked for 
development could not be cured by 
increasing the sales of their products 

neither would pay even if its 
present turnover were doubled 
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The consultants advised the 
management to eliminate them and 
put the money thus saved into the 
other departments. There—accord- 
ing to a projection of the revised 
cost figures—a 15 per cent increase 
in sales would raise the net profit by 
nearly two-thirds. 

Another reason for eliminating the 
unprofitable lines was that the firm’s 
representatives would have more 
time to sell those which really paid. 


Tradition acts as brake. One of 
the most frequent causes of ineffic- 
iency in old-established firms is the 
practice of accepting orders of an 
uneconomic size. Generally the 
accounts concerned were opened in a 
distant age when money was money 
and the business itself was geared to 
a different type of selling. Now, for 
sentimental and other reasons, the 
management are loath to lay down a 
new policy because they fear that it 
will ‘lose goodwill’ and drive old 
customers into the arms of competi- 
tors 


Two questions are probably 
unanswered. What is the cost of 
preserving goodwill in this way? 


Would a new policy really meet such 
an uncompromising reception ? 

So far as the reception is con- 
cerned, experience shows that the 
management's fears are often ground- 
Small-order customers are 
generally prepared to reorganize 
their buying habits if the position is 
explained to them diplomatically 
before instituting a minimum size of 
order or a surcharge on all orders 
below a certain size. 


less. 


In one case, the firm’s travellers 
prophesied disaster. Sales dropped 
slightly at first, but quickly picked up 
again. Moreover, the small amount 
of business which disappeared 
permanently was all unprofitable 
business; no longer did the firm have 
to pay commission on a loss! 

Another gain was that because the 
number of orders was reduced, the 
office staff could devote more time to 
such things as sales analysis. As a 
result, production was increased and 
there was a corresponding drop in 
overhead costs. 

Bad estimating had repercussions on 


the sales performance of an enginee 
ing design firm. Their policy was | 
quote a competitive hourly rate fi 
drawing office jobs and then | 
adjust the invoiced ‘hours workex 
to cover actual costs plus a standar 
margin of profit. 

This impaired the firm’s relation 
with customers, some of whom had 
detailed breakdowns of the standard 
hours charged for similar jobs in 
their own organizations. 


Dead wood. Sales opportunities are 
sometimes lost because the firm are 
frightened to ‘pension off * a traveller 
who has passed the age of retirement, 
or to get rid of a younger man who 
is not pulling as much weight as they 
would like. 

The traveller may play on such 
fears with some gentle blackmail 
beginning, * If I were to go, all my 
customers would go with me . ; 

Would they? Experience says ‘no’ 

In any case, the cost of retaining a 
man who fails to develop the full 
potential of his territory is usually 
much greater than any temporary 
loss which might from _ his 
departure. 

The argument that ** the customers 
know me” cuts two They 
may in fact detest him. 

Over-emphasis on personal rela- 


result 


ways 
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Four blind spots 
in marketing 


Many of the weaknesses uncovered by 
marketing audits fall into four categories 


1—Reluctance to break with tradition, 
thus permitting the retention of policies 
and practices which, over the years, have 
become inefficient or downright 
unprofitable. 


2—Failure to keep abreast of changes 
in the firm's own markets. 


3—Failure to analyse and act on the 
market information which is readily 
available from various sources. 


4—Inadequate or incomplete in 
formation on the firm’s activities 
especially in relation to costs. 
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tionships may also place some 
restraint on a good man’s selling 
ability. (“Anything today, George ?” 
* I’m tied up at the moment, Jim—be 
a good chap and leave it till next 
time.”’) 

The problem of the ageing 
traveller is often solved quite happily 
by using tact when he is given the 
responsible duty of breaking in a new 
man. 


Incentive faults. It is dangerous to 
pontificate on the ‘best’ method of 
rewarding salesmen. Incentives 
which act like a charm on one team 
may get a rather cool reception 
from another. 

After conducting a survey for a 
firm which had complained of lack 
of drive by their sales force, Sales 
Audits recommended several changes. 

Hitherto there had been a flat 
percentage on all sales above a 
relatively high level. The consult- 
ants advised their clients to reduce 
the qualifying level and use a sliding 
scale of commission above this. 

The client had been paying com- 
mission on a three-monthly moving 
average, to avoid any danger of 
salesmen relaxing after an unusally 
successful month. This weakened 


the cause-and-effect relationship 
between extra effort and _ extra 
earnings. The consultants decided 


therefore that it would be better to 
pay promptly on each month's 
results. 

Because of the nature of the 
business, there was invariably some 
delay between order and delivery 
When an order was cancelled before 
completion, the salesman had to pay 
back the commission involved. This 
practice was stopped—the small 
Savings which it produced were 
Outweighed by the bad effect on 
morale. 


Head in sand. Ignorance is not 
undiluted bliss. On the sales graph 
it may have a most depressing effect. 

An ironmongery firm were ‘fully 
Satisfied’ with the results which they 
had been achieving. Their travel- 
lers regularly called on the ‘100 
wholesalers who are capable of 
handling our lines,” and brought back 
good orders. 
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often used in marketing audits to find out how 
profit margin 


Individual charts for 


different departments may reveal the best points at which to concentrate extra 


sales 


The management, however, were 
unaware that many new outlets had 
developed. They were shaken when 
the consultants told them that the 
100 wholesalers had actually become 
1 000 

This information was not extracted 
from secret files, not obtained after 
huge research. The names and 
addresses of the ‘missing’ prospects 
appeared in a list published by a 
trade association which the manage- 
ment had never heard of! 


Expensive legacy. When a market- 
ing idea dies, it may 
unfortunate legacy—just because the 
firm have never got 
disposing of commitments which are 


leave an 
around to 


no longer wanted. 

A firm manufacturing a_horti- 
cultural product decided to break 
into the export market. After a 
small burst of success, the results 
became so disappointing that the 
management ‘went cold’ on the idea 
But in the absence of a clear-cut 
policy decision, things eventually 
reached the stage where the export 
turnover amounted to no more than 
four times the salaries of the specially 
appointed export sales director and 
his assistant 

The solution was simple 
these employees were good, so they 
were given the job of promoting an 
entirely new line on the home 
market. What remained of the 
export business was easily absorbed 
by the main home sales department 


Frozen assets. Bad stock control is 


Both of 


eflort 


much 
Stock is a dangerous asset 


the cause of 
expense 
It can go out of fashion, deteriorate, 
spoil, be stolen. The more there is, 
the more it costs to house, insure and 


unnecessary 


look after it 
In one firm, engaged in a seasonal 
trade, the total value of stocks at the 
end of the year amounted to about 
25 per cent of the annual turnover 
There was, moreover, a big disparity 
between the levels in different depart- 
ments, ranging from four weeks’ 
cover in the lowest, to six months’ 
cover in the highest 
Part of the trouble was caused by 
the inadequacy of the firm's stock 
records. Product groups were not 
broken down into individual items, 
and the keeping of any sort of record 
was usually abandoned during busy 
periods 
The main cause, however, was a 
complete lack of management control 
over this aspect of the business 
Sales Audits recommended that 
The board should lay down an 
optimum level of the stock to be 
carried by each department (based 
on an analysis of past sales). 
Stocks in all departments should 
be reduced 
One director should 
specific responsibility for the stock 
programme 
There should be a full review to 
weed out unprofitable lines and those 
for which there was only a small 
demand. 
A proper system of stock control 
should be set up END 


assume 
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Analytical methods have enabled this company to cut their 


training period by two-thirds. 


Other advantages 


are greater productivity, better morale, less wastage 





Faster Training, 


utput by Robert Clifton 





An early exercise in the use of tweezers involves the placing of thin strips 

of metal } in. long to cover words painted on a metal plate. If the tweezers 

or one of the strips touches an unpainted part of the plate a warning 
buzzer sounds 
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Higher 


HE M-O Valve Company, a 
‘7 subsidiary of G.E.C., intro 

duced analytical training 
last year. The average output of 
workers trained by this method is 
nearly one-fifth higher than those 
trained by the former system, 
which in turn gives the employees 
higher piecework earnings 


Also, because the new training 
course is much shorter, trainees do 
not become disillusioned—formerly 
they often threw up their job 
because of this. In addition, less 
material is wasted because training 
is given in the form of exercises 
before production material is used 

Radio valve assembly calls for 
high finger dexterity, co-ordination 
between hand and eye, good eye 
sight and reasonable intelligence 
Because after-sales faults are traced 
back to the assembler responsible 
and because piecework earnings 
form a considerable portion of the 
assembler’s pay packet, it also calls 
for a sense of responsibility 

Previously, training was by the 
* sit-by-me ’ method on the produc 
tion line, supplemented by super 
vision and help from _ part-time 
trainers. Sometimes 20 weeks 
elapsed before an average worker 
assembled some types of valves to 
the high standard required. Output 
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was then usually 80 per cent of the 
normal level achieved by experi 
enced assemblers. Systematic train- 
ing then stopped, and employees 
had to acquire further speed and 
skill as best they could. 

This was costly in both trainees’ 
and instructors’ time, and in 
rejected valves. Also, because of 
the long training period, through 
out which improvement was usually 
steady but unspectacular, 
trainees lost patience and left. 

The considerable labour turnover 
caused by insistence on _ high 
quality was accentuated by the 
fact that all the valve assemblers 
are female. Most are young 
married women, and many leave 
for domestic reasons in any case 


many 


It was therefore necessary to cut to 
a minimum any turnover due to 
other causes. 

In March, 1958, the firm called 
in Personnel Administration, man 
agement consultants, who instituted 
a new training method. 

Care was taken to explain to 
everyone concerned all details of 
emphasizing its aim of 
output, and 
higher piecework earnings. The 
trade unions gave their full backing 


the course 


increased therefore 


Training centre 


The consultants gave an explana 
tory lecture to departmental man 
agers and appreciation courses were 
given to all supervisors concerned 
A training 
distinct from the production area, 


centre was set up 


a series of exercises evolved by 
both the consultants and the firm 
to develop the basic skills required 
for assembling any type of valve, 
and the assembly of the various 
valve-types broken down to very 
short operations. 


Aptitude. New recruits for valve 
assembly, as for all other depart 
ments of the firm, are given 
aptitude tests by the personnel 
department. After interview by 
the female personnel officer there 
is an eyesight test by the works 
nurse, and three ‘ spatial-ability” 
tests. These, which comprise, for 
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instance, placing wooden blocks of 
various shapes into the correct gaps 
in a board, are timed, and the 
candidate is tested for ability in 
each hand. Thus new entrants who 
would be totally unsuited to the 
work of valve assembly never reach 
the training centre 


Building confidence. On arrival at 
the centre, the recruit is interviewed 
by the training superintendent. who 
Stresses the theme of co-operation 
between the instructors--all of 


whom are female—and each 


trainee. Each recruit has her own 
speed of learning and it is vital to 
build up her confidence For 
psychological reasons the depart 


ment is called a centre, not a school 


Personal touch. 
instructors 


Trainees keep the 
same throughout the 
Whilst in the 


centre they are visited regularly by 


course training 
the supervisor who will be in charge 
of them when they move to the 
production _ line This ensures 


co-operation between production 


and training departments. To make 
certain that all trainees are 
thoroughly taught, each instructor 


looks after only six at a time 


Instructors are chosen from 
production line employees with the 
desire and ability to teach. They 
are assessed by the senior personnel 
officer and the training superinten 
dent against a long list of require 
ments, including ability to express 
themselves verbally and in writing, 
and the possession of an equable 


temperament 


Dexterity exercises 


The first exercises performed by 
the trainees—10 in number—are 
designed to develop dexterity and 
judgment They give practice in 
the use of tweezers to the fine 
limits called for in valve assembly; 
in eye-accommodation—that is, the 
ability to watch several points on 
the work-bench at the same time; 
and in component recognition 

A typical exercise is to sort 10 
valve components, some deliber 
ately damaged, against a_ timed 


target. The exercises are changed 





at least every quarter of an hour, 
whether done correctly or not, in 
order to keep up confidence and to 
provide variety 

normally con 
tinue for about a week 


These exercises 
The basic 
skills are then applied to the 
particular type of valve which the 
trainee will assemble in the produc 
tion department. Training is given 
from the very” start in the 
recognition of faults and how to 
avoid them 

The assembly is broken into 
short operations of 10 to 15 
seconds, so that the trainee can 
repeat the cycle at frequent inter 
vals. Several operations are then 
joined in sequence and the cycle 
gradually lengthened until it con 
sists of assembling a complete 
valve 
centre teaches 
method in 


The training 
quality, speed and 
parallel. The production depart 
ment test assembled valves, but 
quality tests are also carried out by 
the centre, random 


sampling 


using 


Check own progress 


The trainee throughout times 
herself against the firm’s normal 
production targets Results are 
listed by the girls themselves and 
plotted on graphs clipped above 
their benches Instructors check 
the charts from time to time. In 
addition to showing progress, they 
encourage a competitive = spirit 
among the girls 

When a girl's graph reveals a 
‘plateau’ her instructor takes her 
back one stage of the training 
course at a time to locate the 
cause. Once located, practice on 
the weak point 


wrong method of passing several 


for example, the 


fine wires through perforations in 
a tiny piece of mica—eventually 
enables the girl to overcome the 
difficulty and her graph 
resumes its rise 

Once the 
complete valve in the target time 
her skill is complete: her stamina 
is then built up. The timed cycle 
becomes the completion of two 


output 


trainee assembles a 
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EFFICIENCY PERCENTAGE 


valves, then more—culminating in 
full-day runs. 

Throughout the course, the 
trainee’s work is passed _ for 
production inspection, together 
with valves from the shop floor. 
The course ends and the trainee 
moves out to the production depart- 
ment after she has maintained, 
with comfort, for a complete week, 
an output equal to experienced 
assemblers. 

The course is followed up one 
month after completion to check 
that efficiency is no less than on 
leaving the centre. A close link 
is also maintained between the 
methods engineering staff and the 
training superintendent to establish 
best methods and standard times 
for the assembly of new valve types. 


Re-training 
Although certain skills of valve 
72 





assembly are basic, an assembler 
is necessarily slow when first put 
to work on a new type of valve. 
As types in current production 
change from time to time, the 
centre re-trains assemblers who 
have been transferred to new types. 
Thus an assembler may pass 
through the centre several times. 
The centre is also used to 
re-train assemblers who fall 
below the average in quality or 


quantity. They welcome _ this 
chance to get higher piecework 
earnings. The average increase in 


output of re-trained assemblers is 
30 per cent. 


Advantages 


Analytical training has produced 
at least six advantages. 
Weeding out. 
sufficient 


Trainees who have 
aptitude to pass the 


selection tests but are not suitec 
to the specialized work are revealec 
within the first week of training 
The progress of these trainee: 
during exercises may show an early 
‘saturation point’ of learning 
ability; others may decide to leave 
after having had the full require 
ments of the type of work brought 
home to them from the very start 
by actual ‘doing.” Above alli, 
because the relationship between 
trainee and instructor is personal, 


the trainee’s potential is more 
accurately assessed. 
Methodical sequence. Because the 


elements of the work are presented 
to the trainee one at a time, they 
can be mastered much more easily 
—giving not only much faster 
learning, but increased efficiency 
Also, instead of being frightened 
by the complexity of a whole 
valve, the beginner is stimulated to 
further learning by the chance to 
practise on varied examples which 
hold her interest. 


More incentive. As the training 
period is now only one third of the 
former length, trainees begin to 
earn piecework bonus much earlier. 


Less waste. As assembly is almost 
the last of many production 
processes and _ involves _ several 
components, a valve damaged in 
assembly represents a considerable 
loss. 


More output. The average output 
of assemblers at the end of 20 
weeks has risen by nearly one fifth, 
leading to higher piecework earn- 
ings, more contented workers and 
greater productivity. 


Turnover cut. Labour turnover 
among workers employed on 
operations covered by the training 
scheme, not counting that due to 
domestic reasons, has been cut to 
one tenth of the former figure. 
The results achieved from the 
150 assemblers trained to date have 
been so spectacular that analytical 
training will extend eventually to 
all other production departments. 


END 
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Executive Development 





—Luck or Science? 


S it safe to work on the assump- 

tion that good executives develop 

of their own accord—sometimes 
from material which looks distinctly 
unpromising? Or _ should 
company try to plan and organize 
their executive manpower with such 
precision that pre-selected men are 
ready to drop into pre-selected jobs 
at pre-selected times? 


every 


The chief virtue of a broadsheet 
published last month by the Institute 
of Personnel Management is that it 
presents this subject with unusual 
clarity. The author, F. I. de la P 
Garforth, is a selection and training 
consultant, so he naturally takes the 
line that any attempt at systemati- 
zation is a good thing. But in his 
account of typical procedures, the 
dangers stand out plainly as well as 
the potential advantages. 

Setting up an executive develop- 
ment scheme is not, in itself, an 
answer to the problems of executive 
development; everything depends on 
the skill, patience and imagination 
with which the 
Through eliminating some of the 
guesswork, good management may 
find that it has a better chance of 
reproducing itself—but this could 
also apply to bad management 


scheme is run 


Diagnosis. What are the signs that 
a company ought to adopt a more 
progressive attitude to executive 
development? The broadsheet gives 
a check-list which will certainly ring 
a bell for many of its readers, 
whether they are employers or 
employees. Here are some 
examples: 

Does it happen too often that a 
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man, successful at one level, proves 
a failure when promoted to a higher 
level ? 

Are there many cases of good men 
being blocked for promotion in one 
department while inferior men get 
quick promotion in another? 

Do promising young men get lost 
in special jobs which may have been 
initially important but have turned 
into backwaters? 

Is there too much external recruit- 
ment for important jobs because no 
real effort has been made to ensure 
that available talent had been given 
the right experience and training? 

Is there a tendency for ‘duds to 
appoint duds’, either because they 
are afraid of having more competent 
people treading on their heels, or 
because they do not fight hard 
enough for good staff? 


What and how. The 
written primarily for 


broadsheet, 
small and 
medium-sized firms, divides executive 
development into four parts, each of 


which is identified by a specific 
question 
1— What have we got now (Mak- 


ing a systematic appraisal of all 


existing managers and _ potential 
managers.) 


> 


2— What will we want in the future 


(Forecasting promotion vacancies 
and new appointments—in the 
light of retirements, wastage, and 


plans for developing the business.) 
3—How can we best get it? 


sound 
methods of 


(Formulating a recruiting 


policy, and devising 


spotting talent at an early stage.) 


4—How can we best use it? 


(Broadening individuals by job- 





rotation, outside training, personal 
coaching, etc.) 


Parts 2-3 are comparatively 
straightforward; nobody can quarrel 
with the principle of investigating 
such matters fully and drawing up 
definite plans It is in part 1—the 
appraisal of existing staff—that some 
executives may detect a danger of 
much 


placing too emphasis on 


* science.” 


There are a number of advantages 
in regularly appraising everyone with 
“executive potential.” Unless this 
is done, good men may develop a 
feeling that they have been over- 
looked or that, by making themselves 
too useful in one department, they 
have reduced their prospects of being 
recommended for better jobs else- 
from the 


as well as 


where Even worse 
company’s point of view 
the individual’s—such things may 
actually happen. But the value of 
regular appraisals is destroyed if the 
system becomes so inflexible that one 
bad appraisal, inflated by the formal- 
ity of the procedure, is allowed to 
hang round a man’s neck for the 


rest of his career 


There may be some danger of this 
in schemes where individual assess- 
ments are finally reduced to symbols 
and plotted on a chart showing the 
complete picture. Such things as 
BA (‘Barely adequate’) or DD 
(‘Definitely deficient’) are more like 
obituary appraisals 
They cannot convey the finer points 
of judgment; nor can they indicate 
the man’s ability to tackle every type 
of job which may conceivably arise 
in the future END 


notices than 
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OMMERCIAL education is 

& a cinderella as far as 

Britain’s educational struc- 

ture is concerned. Hitherto Britain 

has lagged behind other countries 
in this respect. 

France has its Diplomés en 
Hautes Etudes des Sciences Com- 
merciales ; Germany its Diplomierte 
Kaufmanner; and America its 
tradition of formal business and 
commercial education started by 
the Harvard Business School. 

During the past few years the 
Association of British Chambers 
of Commerce have become anxious 
about the situation. They decided 
that something must be done to 
set an educational target for the 


younger entrant into commerce 
So they devised courses for 
Ordinary and Higher National 


Certificates in Commerce which, 
they hope, will acquire the prestige 
of their parallels in engineering. 
Industry has for many years 
attracted the brighter school leaver 
by offering training schemes. Com- 


merce has hitherto refused to 
follow suit. Thus there is the 
danger not only of the poorer 


quality person entering commerce 
but even of the best of these being 
insufficiently trained for the 
managerial positions they will 
eventually occupy. 


Potential executives 

That is where the association's 
scheme comes in. It is now 
supported by 112 companies with a 
total enrolment of 210 apprentices 
The relatively small number is no 
reflection on the scheme. The 
apprentices are not being trained 
as_ clerks They are _ potential 
executives 

The apprentice attends the local 
commercial 
release 


college on ai day 
The O.N.C. in 
commerce is taken after two years, 
the apprentice then studying for 
either the H.N.C. or an examination 
of a professional institute. 
Although larger companies are 
supporting this scheme, small and 
medium companies seem to be 
standing on the sidelines. This is 


basis 
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Commercial 


Apprentices 


especially true of purely commercial 
companies. Two engineering firms 
are the only supporters in the 
London area. In fact, in many 
cases the original impetus for 
commercial training within a com- 
pany has come from the technical 
side. 

Cost is not negligible but is a 
legitimate expense and can be partly 
regained through taxation 
cessions. 


con- 


Disorganization can be reduced 
by staggering attendance of appren- 
tices. Most large towns offer a 
choice of courses run on different 
days. 

Job-changing is over-rated as a 
nuisance, in this context. It is 
illegal and impracticable to tie an 
employee down. Companies which 
have no_ foreseeable high-level 
openings and, therefore, cannot 
give the ex-apprentice scope for his 
ambitions, accept the fact that he 
will try his new-found wings and 
in doing so gain experience. Given 
a happy and well-balanced appren- 
ticeship, he will have pleasant 
memories and retain a feeling of 
goodwill towards the company 
throughout his career. 


Business secrets are likely to be 
no more endangered by apprentices 
than by normal labour turnover. 


The scheme 

The A.B.C.C. scheme is admini- 
stered by two commercial appren- 
ticeshin boards; one for England 
and Wales, one for Scotland; it 
offers three to five years’ academic 


by John Hughes 


and practical training. The mini 
mum qualification in England and 
Wales is a General Certificate of 
Education with passes at ordinary 
level in English and two other 
subjects. An entrant in Scotland 
must have successfully completed 
four years’ secondary education. 

An entrant aged 16 completes a 
five-year apprenticeship. A person 
entering the scheme at 18 with two 
subjects at ‘A’ level need complete 
only three or four years’ appren- 
ticeship. Exceptions are made with 
entrants who, although not 
possessing a certificate, are deemed 
to have sufficient ability to finish 
the course. 

The Association award a 
Diploma for the Higher National 
Certificate in Commerce. Its status 
could well become accepted as 
equal to that of an engineering 
apprenticeship and diploma, and 
would not only be stated as a 
necessary qualification for a 
vacancy but would exempt the 
holder from sections of professional 
institutes’ examinations. A Certifi- 
cate is given for the Ordinary 
National Certificate in Commerce 

Here are two examples showing 
how firms are using the scheme 


Case history 1.—The Rover Com 
pany are one of the nine firms in 
Birmingham which have enrolled 
They have one indentured com 
mercial apprentice. The single 
number is due not to an experi 
mental attitude on the part of the 
company but to a lack of suitable 
applicants. They wanted to train 
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The office fights for a share 


of tomorrow's key men 














By courtesy of Ealing Technical College 


Under the commercial apprenticeship 
scheme technical colleges work 
closely with firms 4 pprentices ire 


potential executives—not just high- 
vrade cierks 
three apprentices But many 


parents discourage their sons from 
believing that 
industry offers better prospects 


entering offices, 

A selection committee, consisting 
of the accountant, buyer, 
sales manager, service manager and 
apprentice 
the few applicants. The committee 
look for keenness, mental agility 
and strength of character as well 


chief 


supervisor interviewed 


as the necessary academic qualifi 
cations. The present apprentice is 
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studying French and German in his 
spare time 

Rover chose the five-year appren 
ticeship 


During the first three 


and-a-half years the apprentice will 


work in the costing, buying 
material control, accounts, wages, 
sales service (spares and repairs) 


and secretarial (trade agreements, 
shares, etc.) departments. He will 
then decide in which branch of 
commerce he wishes to specialize 
and work for the remaining 18 
months in the department of his 
choice 

The apprentice is released for one 
day each week, except holidays, to 
attend a college of commerce. He 
is studying first for the O.N.C. in 
commerce to give an overall under 
standing on which to base his 
specialization. He will then study 
for a_ professional _ institute's 
examination The 


sider that studying for H.N.C. and 


company con 


a professional qualification at one 
time is too much for an apprentice 

Their aim ts to have six appren 
under 


tices training at any one 


time If it were impossible to 
absorb all of 


organization, the management 


these into the 


would consider the money well 


spent in improving the level of 
management throughout the indus 
try 


This is not the first time that 


Rovers have trained school 
leavers. They previously attemnted 
to train young peop'e without 
offering indentures That failed 


partly because trainees were called 


up The company now consider 


that the incentive of a specific goal 
and the ending of the call-up will 


make this scheme successful 


Case history 2. AE Ltd 
vehicle manufacturers Southall 
have joined the A.B.C.C. scheme 


Applicants are interviewed by the 


secretary, buyer and apprentice 


supervisor. Particular emphasis is 
placed on mathematical ability. At 
have one indentured 
As with the Rover Co 


the small number is due to the lack 


present they 
apprentice 


of suitable applicants; the company 


consider that two per year is the 


opumum number The scheme 


started, in fact. with two youths 


already in the company’s employ 
ment but their training was discon 
tinued due to adverse reports from 
the college and departmental heads 

The first two years of the five 
year apprenticeship are spent in the 
following departments 

Production control—five months 
machine shop and assembly—one 
months 


month; buying—two 


drawing office—one month 


accounts—six months: sales 


accounts—-six weeks; spares—six 


weeks; service department—one 


month; sales engineering—one 


month; production liaison—tw 
weeks; works manager's depart 
ment one month; secretary's 


department—one month: London 


office—one month; publicity depart 
ment—two weeks 

The apprentice works for the 
remaining three years in the depart 
ment in 


specialize 


which he wishes to 
END 
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Tool 


Revolution by John Allen 


: : . MERICAN authorities have 
Numerical control is becoming accepted Sees See 
estimated that half the 


machine tools sold between 

increasingly as a reliable, low-cost 1960 and 1963 will be *‘ numerically 

controlled.” That is, they will be 

' F controlled by instructions fed to 

production method — and not just by the them on punched cards, punched 
paper tape, or magnetic tape. 

bigger firms. This article shows why. This does not mean that a 


machine tool revolution will take 
place: it has already occurred 
Now it has only to be consolidated 
Small and medium-sized firms 
even jobbing_ shops are 
gradually accepting numerically 
controlled machines as _ reliable 
production jobs. And this trickle 
is likely soon to become a steady 
flow. 


The term ‘numerical’ arises from 
the fact that instructions appear as 
holes punched to represent num 
bers; or as numbers of pulses or 
‘blips’ on magnetic tape. 


Investigations into numerical 
control started during the past 
decade, primarily to help to over 
come the shortage of skilled labour 





N umeri al c ontrol often uses a I he U Inited States has a greater 
standard teleprinter to translate the number of numerically controlled 
planning engineer's data into punched ac - . a itai 

paper tape. This is done in the design machines in use than Britain 


office, away from the shop floor principally in the aircraft industry, 
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where production runs are short, 
priorities high, scrap 
formidable. 

In this 
investigated the electronic problems 
involved Since then, they 
E.M.I. Electronics, British Thom 
son-Houston, and E. K. Cole, 
among others, have all produced 


and costs 


country, Ferranti first 


and 


various numerical control systems 
tor machine tools. 

Steady progress has been made 
by these firms. E.M.I 


recently signed an agreement with 


Electronics 


an American machine tool com- 


pany 


What it does 


Numerical control is of two 
basic types: continuous path, and 


automatic positioning. 


Continuous path control moves 
the tool or work-piece in one, two 
or three dimensions without human 
interference. It has been used to 
date principally to supplant exist 
ing methods of copying prototypes; 
for production; for 
making tools and templates; and 
for making dies. 


short-run 


Automatic positioning is simpler 
It only positions work-piece or 
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tool. It is most commonly applied 


to drills and boring machines 


Advantages 


Flexibility 
by conventional 


Short-run production 
methods 18s 
and re-setting 


expensive setting 


machines takes time. One machin 


ing operation may involve several 


set-ups numerically controlled 
machines can go immediately from 
the 


their 


one operation to next—all 


they instructions, 


which are prepared away from the 


require Is 


workshop floor 


S pee d 
is the 


Actual speed of cutting 
as with conventional 


but all 


Same 


methods, subsidiary 


preparatory operations are greatly 


speeded up. Thus production can 
continue at the machine's optimum 
Not total 


greater, but production quantities 


only is output 


speed 


and times are known in advance 


with reasonable certainty. Delays 


due to re-setting, or scrapping a 
work-piece because of error, can 
not often be calculated accurately 


with conventional methods 
Less skill 


operator be fully-skilled. The work 
One operator can 


No longer need the 


is less tiring 


The E.Md 


fon the 


control console 
right) gives 
instructions to the machine 
by either punched paper 


tape or manual settine of dials 


look after several numerically-con 
trolled machines 
Less scrap. Cost of an error in 
the later stages of production can 
be extremely high. Once correctly 
programmed, the numerically con 
trolled machine makes no mistakes. 

Interchangeability Tolerances 
held up to the 
giving 


This 


are consistently 


accuracy of the machine, 


interchangeability of parts 
also means that less inspection ts 
required 

A tape or card can 


Saves space 


be stored more easily than a tem 


plate and it does not tie up 
capital; it can be brought out of 
further short 
This 


could lead to a considerable cutting 


a “library” for a 


run at some future time 


down of stocks of rarely-wanted 
spare parts with all the savings that 
this implies 
Design freedom. Limits of exist 
ing methods of manufacturing no 
longer apply ; 


uneconomical 


parts which were 


previously are now 


possible 


Continuous path 


There are several different sys 
tems 


com 
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Ferranti utilize a digital 
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puting centre to prepare control 
tapes. Programming time is hired. 
Tapes are prepared within 24 hours 
and sent to the client’s factory 
where they are put through the 
tape-reader attached to 
numerically controlled machine. 
The client needs no computer. 

Neither does the E.M.I. system 
need a computer, as such. Their 
analogue computer is an intrinsic 
part of the control system attached 
to each machine, and the path of 
the cutting tool is computed while 
the production work is actually 
being done. This saves program- 
ming time. 


each 


‘Translating’ dimensions 

The B.T.-H. system also uses a 
computer to work out the path of 
the cutting tool and record this 
information on magnetic tape, 
which is fed to a_ tape-reader, 
attached to the machine tool. In 
every case the part is designed 
and drawn in the normal way, but 
all dimensions are taken from a 
fixed datum point, so that any 
point can be referred in relation to 
an X axis and a Y axis. 

With the Ferranti system, for 
instance, a planning engineer pre 
pares a planning sheet containing 
basically only ‘blend points’ 
that is, where a straight line meets 
a curve, and so on. The planning 
engineer adds production inform 
ation—-which cutting tool should 
be used, its speed, depth of cut 
and the planning sheet is_ then 
passed to a teleprinter typist who 
converts the 
punched paper tape by means of 
a teleprinter. 

Then a computer translates the 
punched data into complete instruc 
tions on magnetic tape. 

A tape-reader enables the tool 
to translate these instructions into 
movements. Each pulse moves the 
tool a tiny fraction of an inch 
relative to the work. 

With the E.M.1. system, program 
ming is simpler. A _ table of 
dimensions is also prepared. But 
in this case, the 


information into 


information, 
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Electronic controls are no longer laboratory gadgets but robust 


equipre nf 


Works’ own electricians are able to carry out 


maintenance and replacement of parts due to the system of 


huilding the controls 


punched into tape, is fed directly 
into the production machine. A 
‘simple’ computer, built into the 
machine, ‘reads’ the positions 
punched on the tape and inter 
polates a smooth path between 
them. The tape can be used about 
100 times. If a longer production 
run is required, duplicate tapes can 
be made very easily. All systems 


produce three-dimensional work. 


Automatic positioning 

When the 
finished his drawing in the normal 
way he makes a list of all holes of 
similar size (and therefore requiring 


draughtsman has 


the same tool), measuring them 
from the X and Y axes which 
originate from his datum point. He 
then writes the co-ordinates in the 
best sequence for making the 
holes, leaves a gap, repeats this 
task for the next size of holes, and 
so on. 

The list is then translated on to 
teleprinter tape, or hand-punched 
on to cards. Alternatively, the list 
of co-ordinates is given directly to 
the operator if he is using a system 
where the information is fed into 
the production machine by manual 
operation of dials. The latter 


on a ‘unit’ basis 


method is of course slower than the 
tape or punched-card methods, but 
it still has most of the advantages 
of numerical control 


The work-piece is then placed on 
the machine’s work-table so that it 
coincides with the datum chosen for 
calculating the co-ordinate posi 
tions. Everything is then ready for 
When a 
required the 
operator receives a warning 


the machine to start 
different tool 1S 


In both forms of numerical con 
trol the degree of accuracy depends 
on the quality of the machine tool 
Electronic controls have always 
been able to 


achieve greater 


accuracy 


Firms link up 

But machine tool makers are 
becoming aware of the special 
needs of automatic control systems. 
Working arrangements between 
them and the control manufacturers 
are becoming commoner, with two 
advantages for the user: the 
electronic equipment is more robust 
and easily maintained; and the 


machine tools more nearly 
approach the accuracy of the con- 
trol system. END 
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New 


RAMOPHONE records are 
the latest addition to the 
sales and _ advertising 

managers’ armoury—thanks to a 
new type introduced to this 
country about 18 months ago. 

Instead of the usual shiny black 
plastic disc, the newcomer looked 
improbable—rather like a piece of 
transparent paper. Yet already 
millions of these records have been 
made and put to such varied com- 
mercial uses as direct mail, 
ittracting the attention of retailers, 
nd advertising where sound is a 
ecessary part of the selling. 

The ‘transparent paper’ is in 
act a cellulose acetate film, which 
S normally attached to a cardboard 
vase for rigidity. But a rigid base 
S not essential—the plastic film 
-an be laid on top of a normal 
record and played satisfactorily. 
Neither need the base be a special 
piece of cardboard—box tops 
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5st Discs 


aid to sales 


by Alan Fiber 


Here's how to give sales messages a new 


impact—personal, direct, appealing. 


And recent developments make 


discs attractive for even 


limited budgets. 


book covers, and normal advertis- 
ing matter made of thin card have 
also been used. 

Without a base, the new type of 
record is ideal for uses such as 
insertion between the pages of a 
magazine. Even with a cardboard 
base the discs weigh only half an 
ounce. They are attached to the 
base by glue—either spot-attached 
at the corners or laminated, a thin 


layer of glue then covering the 
whole of the surface in contact. 

The usual size of these records is 
about seven inches square which 
gives a playing time of from three 
to five minutes, according to the 
playing speed. 

Cardboard-based records can be 
either single- or double-sided. The 
cardboard base often carries a 
printed message and a picture; as 


79 









Costs can be as low as 2d. 

for each film record. A double- 
sided brightly coloured 

dise costs about Is. 


own recording can be used. 


the record film is usually completely 
transparent none of the base is 
obscured. 

One of the greatest assets of the 
cardboard record is the compara- 
tive cheapness. The plastic film can 
cost as little as 2d. A double-sided 
seven inch record with coloured 
illustrations on both sides costs 
about one shilling if ordered in a 
batch of 25,000; larger batches or 
single-sided discs can reduce this 
cost even more 

Several firms provide a complete 
service for the businessman wishing 
to make recordings on either card 
board or records 
Staff writers, producers, and artists 


conventional 


are available together with fully 
equipped studios; alternatively, a 
record can be prepared from a 
client’s own tape-recording. Com 
mentators and background music 
(original if desired) can be sup 
plied; mobile recording facilities 
are offered; advice is available 
regarding copyright and all other 
matters involved in the making of a 
record. 


Cheap and durable 
Cardboard records have many 
advantages over the conventional 
type. No limit has yet been found 
to the number of possible playings ; 
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The client's 


they can be bent, dropped, fingered 
or trodden on ; they need no sleeve ; 
they can play at 33,45 or 78 r.p.m 
they can be processed a hundred 
times faster than a conventional 
record ; their cost is low. 

It is not surprising that many of 
their first uses exploited their 
portability—a novel form of direct 
mail. Who, having had a record 
put through his letter-box, would 
not play it at least once? Some of 
sufficiently 
original to be kept permanently for 
their amusement value. 


these recordings are 


Not only is the advertiser certain 
that anyone receiving a record will 
take the trouble to listen to it out 
of curiosity, but there is every 
chance that this method of adver- 
tising will have more effect than the 
printed word. Thus records can 
supplement or replace the written 
form of direct mail. 

Because they can be sent through 
the post so easily they have also 
been used to carry recordings of 
company meetings and speeches to 
overseas executives of the firm 
concerned and to_ shareholders 
unable to be present 


Informing retailers 


The first step in selling to the 
public is to sell the product to the 


for this 1s 


retailer The need 


intensified when the product is to 
be given a large advertising cam 
paign, for example by television 
Under-estimation by the retailer 
of the probable demand may result 
in disappointing (and 
losing) many customers, as well as 


perhaps 


wasting some of the benefit of 
expensive advertising 

Many firms realize this and have 
used the cardboard record to 
prepare the retailer 
are played by the salesmen during 


The records 


their normal visits to retailers 
Bayer Products announced to the 
trade the launching of an adver 
tising campaign for their 
pharmaceuticals in this way; 
Morphy-Richards did the same for 
their electrical products. 
Scandinavian Airlines System last 
year held a convention and enter 
tainment for travel agents at the 
Royal Festival Hall, London. Each 
agent was given a cardboard record 
to remind him of the show 
keep S.A:S. in his mind 


Each critic and member of the 


and to 


trade at trade showings or national 
premieres of a recent film were 
presented with a cardboard record 
containing music and _ exciting 
passages of the dialogue 


Nationa! Benzole now use these 
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4 record's appeal is_ irresistible. 


Visitors to a recent exhibition heard 

a record extolling eggs when they 

lifted a phone on the Egg Marketing 
Board's stand 


records as part of their regular 
campaign each Easter to remind 
garages that the annual peak season 
is approaching 

To tell retailers of their new 
book about Arnhem, 
arranged for a cardboard record 
which included authentic sounds of 
battle 

Records have an 


Cassells 


undeniable 
advantage over the printed word 
they can include the sound of the 
music to be associated with the pro- 
duct during a television advertising 
campaign. When the retailer has 
this preview his attention is aroused 
and he can realize the impact the 
campaign will have on_ his 
customers—-so he stocks up in 
readiness. 

Products announced to the trade 
in this way include Dunlop Gold 
Seal tyres, Ever-Ready 
electric shavers, Findus frozen 
foods and Double Diamond beer 
Regent Oil had a variation—their 
record was circular and felt the 
same as a conventional disc, being 
made entirely of rigid transparent 
acetate without a cardboard base. 
(All the others are square, although 
the sound track is, of course, 
circular.) 


Figaro 


Perhaps the most amusing record 
of the several made for this pur- 
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pose was that made by Hardy 
Record for the Cascade division 
of Frigidaire This record 
parodied the dramatic American 
thrillers in the * Dragnet’ series, the 
humour of the whole piece 
inevitably helping towards the 
desired effect of preparing the 
retailer for an onslaught of 


customers for that particular 
product 
Potential users of cardboard 


records invariably ask if the 
quality of reproduction is good. 
Here is a convincing illustration 
Rainbow Records made a routine 
cardboard record for Champion 
Electric Corporation which 
includes the highest musical notes 
audible to the human ear. These 
records are used in dealers’ show 
rooms to demonstrate the firm's 
record-players 

Printed Sound recently made a 
cardboard 
which also demonstrates confidence 
in the 
Bowater sent 5,000 architects and 
builders a record of a man talking 
while walking from one room with 
a ceiling lined with Bowater 
acoustic panels into another with 
an ordinary ceiling to demonstrate 
the acoustic properties of their 
product. 

Because good quality has been 


record for Bowater 


quality of recording 


allied to reasonable price one 
London firm won an export order 
of 500,000 cardboard records used 
to advertise a brand of tea in 
Germany 


Give-aways 

The low price of cardboard 
records brings them well within the 
advertising ‘give away’ field 
Premier Supermarkets arranged for 
cardboard records proclaiming the 
merits of the chain of stores to be 
given to their customers. Hexham 
Abbey chose this unusual way to 
advertise its appeal fund. To 
promote their own membership the 
Consumer Advisory Council of 
Great Britain sent a cardboard 
record to women’s organizations. 

A cardboard record is included 
with each * Dansette * record-player 


which tells the purchaser about time the door is opened 


that machine's selling points and 
at the same time advertises the 
sapphire needle made by the same 
company 

Last year British Petroleum 
decided to arrange for a cardboard 
record by Stirling Moss to be distri 
buted free to customers. The 
campaign was launched by Moss 
dropping a large number of the 
records from a helicopter. 

Because cardboard records can 
play the latest in popular music they 
are ideal for promoting the sale of 
products appealing to teen-agers 
and other special groups The 
makers of Paynes Poppets, for 
example, used a premium offer to 
boost sales-——a popular record being 
offered at a nominal price plus 
three packet-tops. 

Talking books 

The advent of the cardboard 
record process has enabled the 
‘talking book’ to become an 
economic _ proposition. The 
European-Atlantic Review recently 
published such a book containing 
four recorded speeches amongst 
the printed text to commemorate 
the tenth anniversary of N.A.T.O 

The covers of several children's 
books to be issued in time for next 
Christmas will contain one of these 
new records. A song book issued 
by Feldman and Company uses this 
type of record as a gimmick by 
including a recorded medley of the 
songs whose words and music 
appear in the book 

The ordinary plastic disc is used 
by many companies Recorded 
Sound use them in conjunction with 
their ‘publicity 
frequently seen at 


telephones,’ 
exhibitions 
Curiosity makes visitors lift the 
coloured telephone receiver, where 
upon a recording speaks a sales 
message, starting from the begin 
ning each time the receiver is lifted 
Display photographs are sometimes 
synchonized to light up at the 
appropriate points in the 
commentary 

The conventional record has 
also been used to describe 
refrigerators and cookers to the 


public—the recording starting each 
END 











HROW the phrase * industrial 
motivation’ into any dis- 
cussion on communications 

and watch the eyebrows rise. 
Retorts like ‘American jargon’ and 
even ‘brainwashing’ come fast. 
Some may be near the mark. But 
industrial motivation works, as 
many American firms found long 
ago. 

Bowyers (Wiltshire Bacon), 
Trowbridge, are pleased with what 
it is doing for them. Overall 
productivity has increased by two 
or three per cent since its intro- 
duction last year. They believe 
(although this is naturally difficult 
to measure) that the ‘ atmosphere ’ 
in the firm is better, that employees 
are more ready to co-operate in 
overcoming day to day problems 
What it is. Industrial motivation 
is disarmingly simple. It gets 
results from employees just by 
asking them—that is the theory, 
at any rate. It accepts that people 
work for money but appeals to 
their less selfish side as well. 

Bowyers’ general manager, H. M. 
Newton-Clare, sees it, on the one 
hand, as another vehicle in the 
company’s industrial communica- 
tions; and on the other, as an aid 
to its supervisors. 

The problem. Bowyers produce 
high quality cooked meats and 
similar foods. They are expanding 
fast. There is nothing unusual 
about one of their problems—the 
difficulty of getting employees to 





+ ; 
Supervisors are the key to communications. Bowyers see tnat they learn about the company's problems. Here is an 
informal talk on basic economics, organized by Tannock and James. 
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think management’s way. But as 
food manufacturers they have 
additional worries. Their aims 
are: 


> Consistently high standard in 
food quality; any deterioration 
would injure their reputation. 


> Maximum saleable output from 
raw materials—from meat to 
packaging materials, and so on 

> Maximum output per employee. 
The situation is complicated by 
the fact that most of Bowyers’ 300 
employees married women, 
many of them working only part 
tuume, 


are 


and under these circum 
stances Bowyers are setting them- 
selves a formidable task in trying 
to instil a ‘company conscience’ 
among their workpeople. 
Supervisors’ role. Charge hands 
and the key to 
employee relations as well as good 
Theirs is the job of 
translating management policy into 
reality on the production line. 
Supervision therefore plays the 
main part in Bowyers’ motivation 
programme. 


foremen are 


discipline 


Management's messages have to 
be simple and direct. So posters 
were chosen as the best vehicles. 
A series of 50, covering the first 
year’s requirements, were ordered 
from Tannock and James Ltd 
Each poster remains on view for 
one week 
Siting the posters. First step was 
putting up the frames. These were 
in place days before 
receiving the first poster, in order 


several 


to arouse 
carefully 
seen for long periods they would 


Sites 
If they 


curiosity. were 


selected. were 
lose their impact quickly. So they 
were kept away from working areas 
and confined to regularly used 
routes—departmental entrances, the 
way to canteen, cloakroom, and so 
on. There they regularly catch the 
eye, but only for a moment at a 
time. In this way their message is 
most likely to strike home 
What they say. The 50 posters are 
made up as follows. 

First, an introductory poster 
which only partly satisfies curiosity 





by William Guthrie 





but says briefly what the scheme is 
about 

Second, the main part, compris- 
like teamwork, 
satisfying the customer and so on 


ing 11 themes 
Each theme comprises four posters 


and is theretore shown four 
weeks in four different 
Third, 


* summary" 


over 
ways 
every three months, 
posters review the three 
the 


reproduce 


covered in 
and 
posters in miniature. 
Fourth, a Christmas poster with 
a message linked in a friendly way 


themes preceding 


quarter, the 12 


with productivity 


Backing the supervisor. The 
general manager regularly sends a 
letter ** each supervisor, telling 


him or her not only all about the 
posters that are to appear, but also 


SATISFIED CUSTOMERS MEAN YOUR SECURITY ' 


ON TOP OF YOUR JOB VL BULA UM tie Ete) 





Posters are sited to be seen for only a few moments at a time 


maximum impact. 
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This gets 


This one is taken from the series on quality 





about anything that has happened 
which the company’s 
interests. 

For instance, if the company has 
won a contract on grounds of price 


affects 


or quality, this warrants a special 
letter. On the other hand, if a 
customer makes a complaint about 
delivery delays, or if Bowyers fail 
to win a contract, the supervisors 
are also told all the facts 

Suppose a 
someone 


charge-hand _ sees 
filling a machine care 
that 
wasted. She can not only remon 


strate with the employee but point 


lessly so some material is 


out quietly that, but for incidents 
like this, the company might not 
have lost such and such an order 
Perhaps the greatest value of the 
posters is that supervisors feel they 
help them to do their job better 
They are a constant reminder of 
management's support. They help 
to focus different 
aspects of their job, one by one 


thought on 


Often employees ask awkward 
questions about the posters—what 


a symbol means, or how much 
production is lost in a certain way, 
and so on. As far as possible, the 
management try to give the super 
There 
are regular meetings at which they 
get ‘ potted’ talks on management 


philosophy, basic economics, and 


visor ammunition for this 


get their own questions answered 


Only half the story. 
the first to point out that industrial 
motivation is only part of the over 
all function of communications 
This is being improved as far as 


Bowyers are 


possible. 

the 
pany’s accounts are made up every 
employee gets a simplified version 
showing 


For instance, when com 


through his supervisor 
the spent on 


materials, wages, dividends, and so 


proportions raw 
on. 

Various other opportunities will 
continually be taken to bring the 
company’s problems home _ to 
employees. But at the moment the 
poster programme is an extremely 
convenient platform where manage 


ment can show its aims and 
problems. END 
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Quality Control 


by Numbers » .- us. 


A new inspection method had far-reaching effects in this firm. It reduced waste, 


raised employee earnings, and improved employee-inspector relations 


RITISH Manufactured Bear- 

ings, Crawley, Sussex, who 
employ 300 people in the 
manufacture of ball bearings, insist 
on very high standards. To meet the 
increasingly stringent needs of the 
instrument industry B.M.B., decided 
to overhaul their inpsection methods. 
Two years ago their inspection 


department set up a system of 


statistical quality control—a com- 
plete departure from 
inspection methods 

Now rejects are less than 2 per cent. 
Output is up by 20 per cent. The 
night shift is no longer required. 
And employees’ bonus earnings are 
three times what. they were. 

First, B.M.B. consulted _ the 
National Union of Manufacturers, 


previous 


who run an advisory service for 
members. 
ded a management consultant, E. 
Hargraves Pratt. He carried out a 
short preliminary survey to convince 
both himself and the management 
that substantial savings could be 


In turn, they recommen- 


made through the introduction of 


statistical quality control 


What it is. Statistical quality control 
is a reversal of normal inspection 
methods. Instead of inspecting a 
component after manufacture, it is 
inspected at several stages, and often 
every stage, of manufacture. 

But this is only half the story, 
because the system continuously 
measures the performance of pro- 
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Statistical quality control saves waste by inspecting the process, not the 


product 


Charts, regularly checked by inspectors, show operators whether 


they are tending to exceed tolerances 


duction machines, tools and opera- 
tors. Errors, whether inside the 
given tolerance or not, are plotted on 
a graph in order to detect trends, so 
that a tendency of a machine to 
produce unsatisfactory work can be 
corrected before much or any waste 
is caused. 

Contrast this process with normal 
inspection. There the inspector will 
reject work which is just outside the 
tolerance in the same way as he would 
reject work right outside it. He is 
normally not interested in variations 
in error—all that matters is the 
acceptable limit. 


Selling the system. Management set 


out to obtain the co-operation of 


employees—lack of co-operation 


could ruin the whole scheme. It was 
explained that the system ensured a 
standard product by inspecting the 
whole manufacturing process. Bonus 
earnings, it was pointed out, would 


rise with reductions in scrap. By 


giving employees an understanding of 


the aims and methods, management 
forestalled employee ‘* resistance.” 
Employees accepted the new tech- 
nique on a ‘wait and see’ basis 


Installation began at the start of the 
production line. Here, in the auto 
shop, machines turn the inner and 
outer raceways from steel bar stock 


These processes, like many 
others, are unable to produce con- 
secutive, identical components. 


There is always some slight difference. 


BUSINESS 








PL Ae ale 


Dende pate ore 





08 © wih be 


Be ta Aaa 








& 
¥ 





oA 

















_ 
te 


This variability is divided into two 
categories. 

The first is the result of * small” 
random influences. Attempts to 
isolate and rectify these would be 
uneconomical in relation to the 
results achieved. An analogy is the 
way wind and road surface affect the 
steering of a car. 

The second is caused by * large’ 
outside influences. These can be 
investigated and eliminated, with 
appreciable savings in time and 
material. Continuing with the car 
metaphor, the analogy would be a 
burst tyre. 

The application of _ statistical 
quality control is based upon the 
mathematical concept known as 
probable error. The probable error 
for each production machine was 


discovered by measuring samples of 


the work they produced. Average 
dimension of samples gave the 
average of the process. The smallest 
dimension, subtracted from the 
largest, gave the range of error within 
which it was reasonable to expect the 
process to work. The dimensional 
tolerance and the range were drawn 
on graph paper as horizontal lines. 
This gave two graphs. Component 
measurements from then on were 
plotted on the graphs. 

The great advantage of this is that 
faulty production is spotted before 
the process begins to make scrap. 
Remedial action can be taken when 
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the plotted dots move from the 
middle to the extremes of the limit 
lines. 

This overcomes the disadvantage 
of normal inspection which finds the 
fault after production—too late to 
take corrective action. 

Also, the cause of the fault may be 
difficult or impossible to trace 
Here statistical quality control again 
shows its worth by pointing to the 
cause of faulty production. Dots 
outside the range limits on the 
sampling chart indicate that the 
machine is faulty. Dots outside the 
tolerance limits indicate that the 
setting or operator is at fault. 

An example arose when excessive 
tool wear caused faulty components. 
Investigation showed that a smaller 
diameter of raw material would 
The components 
in question are now made from the 
smaller size raw material and prod- 
uction 1s accurate 


reduce tool wear 


Statistical quality control was 
working satisfactorily in the autoshop 
within five months. One machine 
at a time was put under control. 


Maintaining the charts. Charts are 
hung beside the machines. Thus the 
operator sees at a glance if the 
process is accurate and takes action 
if the dots wander towards the 
tolerance limits. Even a slipshod 
worker would hesitate to continue 
producing components when there is 


a visible record of a danger of 
producing scrap. 

Inspectors check the processes at 
regular intervals. Samples of five 
(two from the machine, three from 
previous work) are taken. These are 
measured and the average dimension 
and maximum dispersion plotted on 
the chart. Should the plottings 
show a tendency to creep towards the 
tolerance limits the operator's dili- 
gence and machine setting are 
checked. If these are not at fault, the 
machine is stopped and checked. 

The charts have an important 
secondary effect. They _ relieve 
operators of anxiety about quality 
No longer is the fear lurking at the 
back of their minds that the batch 
will be scrapped when inspected. 

The changeover in the autoshop 
completed, attention was given to the 
firm’s grinding department. Here 
the improvements from the autoshop 
were already being felt. Compon- 
ents entering the department were 
consistently right instead of varying 
widely. Operators welcomed the 
technique which had simplified their 
work. 

An interesting side effect of the new 

system came to light when one 
machine began to produce articles of 
consistently higher accuracy than 
before. Investigation showed that a 
new tool, of a different material, was 
being used. Now all the machines 
are equipped with this tool. 
Other advantages. Statistical quality 
control has advantages outside direct 
product improvement. It has enabled 
the inspection staff to be reduced by 
14 percent. Also, inspector/opera- 
tor relations have improved 
Inspectors, once considered to be 
fault-finders, now prevent faults 
occurring. Thus, both operator and 
inspector are seen to have a co- 
operative interest 

The results of the system are used 
by other departments. Consistent 
failure to maintain a process within 
the limits indicates that the machine 
should be overhauled, or even 
replaced. And machine loading is 
simplified, since work calling for 
close tolerances is not put on a 
machine incapable of maintaining 
them. END 
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imple System 
Makes Sales 
Analysis Easy 


by Peter Browning 
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HEN conditions changed 
W in the aluminium and 
copper trade, E. & E. 
Kaye Ltd., of Enfield, decided that 
they must have much more 
detailed information on their sales. 
Also, the Government asked them 
for some statistics. So the com- 
pany’s problem was two-fold: 


1—To analyse quickly their 
monthly sales of aluminium ex- 
trusions, cables, and copper 
conductors by type of product, 
by salesman’s area, by size and 
by value. 


tv 


To produce each month for the 
Government, as a_ statutory 
obligation, statistics of their 
copper and aluminium sales, by 
material used and end-use. 


Their solution—straightforward 
and inexpensive—was to use Anson 
Edge-Punch cards. The principle 
of this system is simple. If a 
bundle of cards is perforated some- 
where near the edges, and metal 
rods, or needles, are thrust through 
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the holes, the cards will remain 
suspended on the needles. If, how 
ever, any hole through which a 
needle has been pushed has been 
cut away by ‘punching’ the card 
to its edge, there will be nothing 
upon which the card can remain 
suspended, and it will fall out if 
the pack is lifted. 

The holes around the edge of 
each card are given values, or made 
to signify something. Then the 
cards are ‘punched’ individually 
so that any required group can be 
selected from a pack by thrusting 
needles through the relevant holes. 

The illustrations show the type 
of card used. Around the peri- 
meter the following information 
can be recorded simply by extend- 
ing the appropriate hole to the 
edge of the card with a punch 
similar to that used by railway 
ticket collectors: quantity, area, 
value, description of item, material 
used, end-use, month. 

One card is raised for every 
item on every order—hundreds of 
items a month. When an order 
is received, a hectographic stencil 
for each item is cut in the sales 
office, and used to prepare several 
copies of the works order and to 
implant information on the 
centre of the edge-punched card 
The card is now ready for punch- 
ing. and this is done by a girl 
clerk, who easily learned to do the 
job. Thus, the cards are produced 
largely as a by-product of the 
order-handling system, which 
means that very little clerical 
labour is needed. 
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By the end of the month a card 
has been raised for every item sold 
during the month, and it is easy 
to produce a complete sales 
Suppose, for example, 
that an analysis of product sales by 
area is required. A _ needle is 
thrust through the hole numbered 
‘1° in the section marked * Area’ 
and all sales to Area | fall out 
This operation is repeated for Areas 
2, 3, 4, ete. 

Each area’s batch of cards is 
then divided into three groups 
‘bars,’ ‘ tubes” and * sections "—by 
using the needle in the same way 
It is a simple matter to take each 


analysis. 


group and add up the sales of each 
item in that area. 

The same can be done for every 
other area so that their sales of 
each product can be compared 

A salesman can be told quickly 
how the trend and pattern of his 
sales compare with those of other 
areas and the whole country 
Suggestions and advice can thus 
be based on precise figures. 

Other useful information on the 
composition of sales can be derived 
For example, one of the problems 
facing the firm is of making the 
best use of its stockists. Some 
orders can be dealt with more 
quickly through stockists than 
through the factory and there is no 
difficulty in abstracting details of 
such orders. A salesman can be 
told precisely which of his orders 
would have been better routed 
through a wholesaler; and precise 
information is always more 
effective than a general statement 








4 young clerk 
learned to do all the 
operations very 
quickly Punching 
consists in extending 
the holes to the 

edges of the cards 
Then, when sorting 
wanted cards are left 


by the needle 


Kaye take their market research 
seriously and employ an economist 
to do it. They are, of course, very 
much concerned to know what 
their products are used for, and it 
is possible for them to make from 
the cards an analysis of their sales 
showing 30 end-uses. The market 
research data is used to solve the 
firm’s second problem, that of pro 
viding statistics for the Govern 
ment. By a proper classification of 
end-uses the information required 
by the Government is produced as 
a by-product of the market research 
figures. 

A great deal of careful thought 
went into the planning of the 
scheme and the design of the form, 
but now that it is established, it 
is a routine function, and the sale: 
analysis is produced within three 
days of the end of the month. The 
cards are always there for any 
further analysis that may be 
wanted. 


No extra labour was needed to 
operate the scheme. On the other 
hand, the saving in clerical hours 
cannot be accurately calculated 
because the sales analysis produced 
with the system was not produced 
previously 


The cost of the equipment was 
£30, and the cost of a year’s supply 
of cards was £50. The total is low 
in relation to the benefits which 
have been obtained. And, of 
course, as the months go by and 
more information is accumulated, 
the more valuable does it become 

END 
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THE BUSINESSMAN’S LAWYER 


Competition From 


An _ Ex-employee 


ERNARD Brown was furious. 

** How dare he!” he exclaimed 

to his lawyer. “ I've employed 
the fellow for the last five years and 
trusted him completely. Now he’s 
left me, set up a rival business not 
far away, copied my price lists and 
circularized my customers. It’s not 
good enough. It must be stopped. 
Surely it’s not allowed ?” 
Said the Businessman’s Lawyer: 


If you want to prevent this sort of 


thing from happening, the time to do 
so is when you take on an employee 
If you let things slide until he leaves 
you, it will be too late. 

Wise employers draw up contracts 
of service for their staff with care, 
because a little thought at that stage 
may save a great deal of unpleasant- 
ness and expense later on. And it is 
possible to put into a contract of 
service a clause restricting the 
employee’s freedom to engage in 
trade if he leaves your service. 

On the face of it, such clauses have 
no legal effect. Prima facie, they 
are void as being * contrary to public 
policy’. It is considered not to be 
in the public interest to enforce 
agreements which are ‘in restraint 
of trade.” So if you do have such a 
clause, you must frame it with great 
care—and usually with the help of a 
lawyer. You see, if the time comes 
when you want to enforce that clause 
against your employee, it will not be 
for him to prove that it is inoperative 
and void, but for you to prove that 
it is valid and effective. 


Contracts in restraint of trade are 
valid and enforceable if their prov- 
isions are * reasonable.’ They must 
be ‘reasonable’ from everyone's 
point of view—the employer's, the 
employee’s and the public’s. Each 
case has to be considered on its own 
merits to see if it meets this test. The 
only guide is experience—what 
courts have decided in cases that have 
come before them. 


What can be done 


For example, it would certainly be 
unreasonable if you are a manufact- 
urer of a reasonably common com- 
modity to require your servant not 
to engage in the manufacture of that 
commodity, say, anywhere in Eng- 
land, for ten years after leaving your 
service. On the other hand, it 
probably would be reasonable to 
stipulate that he should not do so in 
the same town as yourself for six 
months after leaving you. Again, 
if you are a retailer, you cannot 
expect your ex-employee to abide by 
an agreement not to engage in any 
retail trade, even in the same town 
and even immediately after leaving. 

The reason for asking a lawyer 
before drafting such an agreement is 
that his experience will tell him—as 
yours can’t—what clause a court is 
likely to uphold. 

Now let’s suppose (as happened 
with Mr. Brown) that there was no 


In such cases 


such agreement at all. 
you cannot prevent an ex-employee 
from opening up right away, next 
door, and engaging in an identical 
business. Nor can you prevent him 
from using the ‘know-how’ he 
learned from you, or from selling to 
or even circularizing your customers! 
So, you see, the appropriate clause 
in Mr. Brown’s contracts of employ- 
ment would have saved him a packet 
of trouble. 


There are, however, just a few 
limitations on a servant’s rights in 
such cases. He is not entitled to 
steal a mailing list from his former 
master, or even to use a copy of such 
a list made during the course of his 
employment. In theory, he is not 
even allowed to memorize such a list 
for the purpose of using it at a later 
stage—but imagine having to prove 
in court that he had done so. It 
would be impossible. 

As for price-lists, these again he 
may not purloin in order to copy 
If he does so, quite apart from any 
question of larceny, he may commit 
a breach of copyright. On the other 
hand, of course, he cannot be 
prevented from operating on the 
same price-basis as his ex-employer. 


The moral? As so often, the best 
policy is not to wait until trouble hits 
you before taking legal advice. A 
well-drawn contract of service is a 
businessman’s boon. It is even an 
advantage to his staff to 
exactly where they stand. 


know 
END 
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Voucher service 


... as thousands of other conscientious 
employers have done by giving 2,500,000 of 
our vouchers a month, in the major cities 


and towns throughout the United Kingdom. 


Luncheon Vouchers Limited 


Saxone House, 74a Regent Street, London, W.1. REGent 5711 
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The Reliance Loudspeaking 
Automatic Master Station 
especially designed for use by the 
busy executive 























The Reliance push 
button intercommun 
ication set suitable 

for 3 to 21 stations 


in any type of organisation 
means the fullest co- 

operation between staff 
and the co-ordination of 
effort. The Reliance 
Intercommunication Telephone 
Systems help to provide just that. 
They have long been established 
as an essential factor in The Muraphone “K° for 
business efficiency and many ivory, 
thousands of daily users are 
evidence of their value. 
Information is obtained, queries 
settled and even conferences held 
while all concerned remain at 
their desks—and the P.O. 
switchboard is free to deal with 
normal traffic. The choice of 


Reliance ‘1000’ telephone 
The most recent desigt 

which harmonises with al 
modern schemes of decoration, 





Reliance reflects sound sense— 
ensuring reliable efficiency 


Th. Reliance Rental Service saves capital outlay, gives free 
maintenance and an all-time guarantee. Please write for full details. 


THE RELIANCE TELEPHONE COMPANY LIMITED 
(A Subsidiary of the General Electric Company Limited) 


43-47 PARKER STREET, KINGSWAY, LONDON, W.C.2. 
Telephone: CHAncery 5341 (P.B.X.) Branches throughout the United Kingdom 


INTERNAL TELEPHONES STAFF LOCATION MUSIC FOR INDUSTRY 
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Airline work often requires staff to 

make important decisions on their 

own. Sabena’s system helps them to 
do this 

HOROUGH training and 


wide delegation of 

responsibility are the only 
satisfactory ways of maintaining 
an efficient staff. Sabena Belgian 
World Airlines’ management 
believe that the way to get the best 
out of people is first to train them, 
then let them ‘carry the can’ for 
their own work. 

In Britain Sabena were able to 
apply this principle right from 
when they recommenced operations 
after the war with a staff of three. 
Since then it has been applied with 
success in a rapidly expanding 
organization which now numbers 
over 120. 

Try-out period. New employees 
are taken on for a probationary 
period of three months. This is as 
much an opportunity for them to 
find out if they fit in with the 
organization as it is for the com- 
pany to assess their abilities. But 
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Getting the Best 
From Staff 


selection is such that so far no one 
has left during the trial period 
Employees are given the most 
thorough training possible. Man 
agement make quite clear at the 
beginning exactly what responsi 
bilities a new employee must 
shoulder eventually, but first the 
employee must of course learn what 
is needed. 
then on the individual 
his own feet, seeking 
guidance only when he needs it 
Management control is by means 
checks, unexpected 
questions and regular reports to 
superiors. Advice is given, but 
supervision is general and there is 
unnecessary intervention in a 
person’s work. Thus, not only can 
the employee take pride and satis- 
faction in being able to do his work 
in his own way, but the manage 
ment are free to carry out their 
function of forward planning and 
over-ail direction of policy. 
Keeping them informed. Regular 
conferences for managers and 
supervisors, and refresher courses 
for other employees help all to keep 
up to date. Staff sometimes sug- 
gest better doing jobs 
Economies and improvements arise 
in this way—ideas which otherwise 
might not have occurred. Morale, 
too, is better when employees’ ideas 
are put into practice. Everyone 
gets into the habit of looking at 
their daily work with a critical eye. 
Sabena go out of their way to 
find ‘extra’ ability in their 
employees. This is done by casual 
interviews with supervisors from 
time to time and amounts to a 
continuous appraisal of each 


From 


stands on 


of spot 


no 


ways of 


employee's development. 





Administrative 


by David E. Buxton, Subena's 


Manager, U.K. and Ireland 


This search operates at all 
grades. A hypothetical case shows 
how it works. Suppose a clerk 


applies for and gets a job in the 
accounts department. She may say 
casually that she began training as 
an accounting machine operator 
but did not complete the course 
This is noted on her record. 
Perhaps, many months later, a 
occurs machine 
The manager or super 


vacancy for a 
operator 
visor offers to train her for the job. 
Whether she accepts or not may not 
matter—it shows her that manage 
ment are 
and have not forgotten about her 


Experience shows that this trouble 


interested in her future, 


is repaid many times in_ the 
appreciation of staff 
Lame dogs. Equally important 


with the giving of responsibility to 
capable employees is the need to 
avoid giving too great a load to 
less able people. Sabena keep this 
always in mind. 

For instance, if the 
suspects that someone is not happy 
in a new promotion, he must find 
the employee may not want 
to confess until too late. But even 
if he finds out in time, the manager 
is faced with moving the employee 
with as little loss of face for him 
as possible. This may involve 
shifting several staff. 

In a growing organization it is 
impossible to ensure that square 
pegs always find the right holes 
first time. Repositioning them 
before it is too late often gives 
management headaches. But the 
dividends paid in staff welfare show 
the trouble taken to be well worth 
while. And Sabena cannot fail to 
benefit too. 


manager 


out 


END 
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COMPANY MEETING 





THE LITTLEWOODS 
ORGANISATION 


Big Increase in Turnover 





Mr. John Moores on Changing 
Pattern of Trade 





I am happy to report that the Littlewoods 
Organisation has again enjoyed a very successful 
year. Apart altogether from the Pools, the 
turnover 1ofe to approximately £60,000,000 
which, compared with £53,000,000 for the 
previous year, represents an increase of approxi- 
mately 14 per cent 

This very satisfactory result reflects the success 
of our efforts to improve the organisation itself 
and it provides \ery gratifying evidence of the 
continuing confidence of our growing number of 
patrons. 

During the earlier part of the period the 
economic climate in the country as a whole was 
still one of restraint imposed by official monetary 
policy. Although we are less subject than most 
organisations to the effects of such a policy in so 
far as we are dealing in commodities that are in 
every-day demand, there is no doubt that the 
atmosphere of restriction was reflected through- 
out all levels of business activity 

Whilst the war has been over a long time, it 
must be admitted that the inevitable restrictions 
of the immediate post-war years, followed by the 
economic crises which until recently have always 
seemed to be with us, produced a feeling of 
apathy and indecision everywhere. Now, at 
last, this ‘hangover’ has disappeared and I think 
that we are entering into a moie positive phase 
of activity. As a result competition is already 
keener but this is welcomed because it will 
stimulate us all to still greater efforts to earn and 
to hold the customer's goodwill 

The transition from restraint to expansion, 
which is now in progress in the national economy, 
was strikingly illustrated by the Budget 
1 must confess to some disappointment 
that the reductions in Purchase Tax do not apply 
to more of the items of merchandise with which 
we are concerned. Nevertheless, the reductions 
cover a wide field and at conside:able cost to 
ourselves we immediately passed on the benefit 
to the customer 

It has been our consistent policy to keep prices 
down to a minimum and during the past year a 
further improvement in buying methods, and 
the streamlining of the organisation as a whcle 
has enabled us again to reduce prices over a wide 
range of merchandise. We feel that we owe it 
to our growing community of loyal customers to 
continue this policy with the utmost vigour 


HIGHER STANDARDS 


In the last few years it has become evident that 
the public ts demanding goods in the lower-price 
range which do not differ too greatly from the 
better-class types of merchandise formerly 
considered the prerogative of the higher-income 
groups. The days have gone when the housewife 
made purchases ‘to last a lifetime’; when goods 
were chosen for their durability rather than 
appearance and the important factor about 
clothes was their ability to stand up to hard wear 
regardiess of whether they were designed with an 
eye to current fashion or not. That is what the 
housewife meant by ‘value for money’ a decade 
ago. Today, style and good taste are equally 
essential ingredients 

To keep abreast of this trend we have estab- 
lished infinitely higher standards for the wide 
variety of goods in which we trade and efforts for 
still further improvement go on continuously 
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In the process the one-time popular image of tte 
Chain Store has changed from that of the cheap 
bazaar to that of the modern department store 
but without sacrificing the economy factor in any 
degree. This in turn has broadened the income 
range from which our customers are drawn and 
it is true to say, I believe, that class-consciousness 
has all but disappeared from chain store shopping 


Another important factor is the growing signi- 
ficance of the requirements of teenagers. Since 
the war we have seen the development of a 
generation of young people who, with compara- 
tively high incomes soon after leaving school, 
are no longer content to leave the buying of 
clothes to their parents The chain store is 
ideally suited to the requirements of these lively 
young people and | consider their patronage to 
be one of the most gratifying developments of 
recent years. Nor is this confined to our chain 
stores. The influence of the younger element is 
tecoming more marked also in our Mail Order 
Service and we are seeing to it that we provide 
the kind of merchandise that these young 
shoppers demand at a price that they can afford 
to pay 


The good name of the LitthewoodsOrganisation 
is the responsibility of every single one of the 
more than 20,000 men and women who work 
with me. It is their organisation as well as mine 
and the successes we have achieved aie their 
successes also. I count myself very fortunate in 
the loyalty and co-operation of all my colleagues 
in the Litthkewoods Organisation and I know that 
together we can go forward to even bigger things 


I would also like to pay particular tribute to 
the manufacturets to whom we look for supplies 
and upon whose co-operation we depend so much 
to carry out our trading policy. They have had 
a very difficult year, particularly in the textiles 
trades, but they have given us really excellent 
service at all times. We make very heavy 
demands on them in our constant search for 
quality with economy and it is only with their 
co-operation that we are able to offer merchandise 
of such high quality, and of such a high standard 
of design, at such modest prices 


LITTLEWOODS POOLS LIMITED 


In my last annual report I mentioned our 
endeavours to offer to our big winners every 
possible service to assist them with their newly 
acquired wealth. In my opinion this service has 
now become even more important due to the 
increasing popularity of our football pools. The 
top dividend figure in the treble chance pool 
alone has gone well over £250,000 and on one 
occasion last season the total sum paid to one 
single winner was £300,684. Accoidingly I have 
had the staff of our Winners’ Advisory Depart- 
ment considerably enlarged. More and more 
Advisory Committees, which they control, have 
been set up in association not only with our own 
Bankers but with other Banking Houses who 
have readily offered the services of their organ- 
isations to give our winners the most experienced 
advice. Over the past year twenty Winners’ 
Advisory Committees have been set up in England 
and two in Northern Ireland 


On these Committees sit Bank Executives and 
Trustee Experts with leading Lawyers and 
Stockbrokers, my brother Mr. Cecil Moores 
and senior executives of the Litthewoods Organ- 
isation. Except for professional fees and 
expenses no charges whatsoever are made to our 
winners. 


Because of the overwhelming success which 
these Advisory Committees have had with their 
responsibilities it would be wrong if I did not 
acknowledge here the excellent co-operation that 
we have received from such concerns as Grenfell 
and Company, stockbrokers; Northcote and 
Company, stockbrokers; Martins Bank Limited 
Midland Bank Limited; Westminster Bank 
Limited and the Northern Bank Limited, Belfast 


To those of our critics who say that football 
pool winnings have no economic value to the 
country I would like to record that some of our 
major winners last year invested over £850,000 in 
Ordinary Stocks and Shares and over £490,000 
in Government and Corporation Stocks, Deben- 
ture and Loan Stocks, quite apart from their 
purchases in Government Savings and Bonds 
These figures represent a very sizeable contri- 
bution to Britain's industrial and commercial 
development. And as a tail piece, by way of 
Direct Pools Tax, my Company this year, again 
will be paying the Chancellor of the Exchequer 
30 per cent of our gross stakes 


MAIL ORDER 


There was a considerable increase during 1958 
in the volume of our Mail Order trade. Every 
year sees the Home Shopping Service more firmly 
established, and | am proud of the tradition of 
trust and confidence in this method of shopping 
that we have built up in such a comparatively 
short space of time. We owe a great debt of 
gratitude to our Club Organisers who are the 
backbone of this service. We now have the 
highest number of Organisers in the history of 
our Mail Order Service, and more and more 
people are discovering the profit and the pleasure 
in shopping from our catalogue 


In Mail Order trading as practised by the 
Littlewoods Organisation there is something 
more than simply buying and selling. There is 
an element of good-neighbourliness which is of 
great importance, and for this reason customer 
goodwill and trust is essential. We guard mest 
jealously the reputation that we have established 
in this respect 


I have already commented in general on our 
constant concern to improve style as well as 
quality, and this is reflected most strongly in the 
more fashion-conscious catalogue that we have 
now produced and which, with its 540 beautifully 
coloured illustrated pages, is such an attractive 
and highly-prized feature of shopping at home 


CHAIN STORES 


Last year, in every department of our chain 
stores, we served more customers than ever 
befcre and the sales total reached a record high 
level. I am particularly pleased about this 
because it indicatesthe confidence of the shopping 
public in the quality of our merchandise and the 
standard of the service we provide. I like to 
think that quite apart from actually buying goods 
customers find that a visit to a Littlewoods store 
is a pleasant experience; that they like the 
freedom with which they can examine the 
openly-displayed merchandise before making a 
purchase and that they like the friendly courtesy 
which we encourage from every member of the 
staff 


Prospects of future development are consider- 
ably improved with the ending of the credit 
squeeze and we are now hcping to make better 
progress than has been possible to date with the 
various schemes that we have in hand for 
expansion, and for the improvement of existing 
stores 


In general we can look back with satisfaction 
at a successful year but we must remember that 
the future is becoming even more challenging 
We do not intend to stand still. Our patrons 
will judge us not on the past but on our present 
and future ability to meet their requirements 
They are the final arbiters of our success and we 
must always keep in the forefront of our minds 
the old trading principle that the customer is 
always right 
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WHAT THE WORKS MANAGER SAID TO THE 
MANAGING DIRECTOR (TO HIS FACE!) 


Ger insulated | 


‘Why?’ asked the Managing Director 
* Well, for a start,” said the W.M., “I put last winter’s fuel bill 
on your desk this morning.” 


ey. 


“I saw it,”’ said the M.D., grimly. 
“Might as well pour the money down the drain, Sir. We 

can heat the place, up to a point, with the plant working at 
maximum output, and we also heat a large area of air 
outside. Very nice for the birds, I should imagine. It’s gross 
inefficiency, Sir. We must insulate.” 

“How much would it cost?” asked the M.D 

“Averages out about 18/- per square yard of roof area (not count- 
ing glazing, of course). Can be as low as 14/-. But—and it’s a big 
‘but’ 

WE CAN RECOVER THE ENTIRE COST IN 3-5 YEARS.” 
“Ah! Now you're talking my language,” said 
the M.D. “So it boils down to this. If we 
insulate now, we get back the capital outlay within 
five years and save a considerable amount of 
money thereafter indefinitely. Who do we consult?” 
“ The Tentest Company, Sir. They'll give 

us an estimate including the fuel-saving cost, 
supply the plans, deliver the materials and carry 
out the insulation—all for the 18/- I mentioned 
We get on to their Technical Advisory Service.” 
“Then do it!” said the M.D. 

‘ I already have, Sir,’ said the W.M. 


Ger vssealleoved'- 
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(and now—Summer—is the time to do it !) 


Piha 
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Ask for the Technical Advisory Service today. 


FIBRE BOARD CO LTD - FIBOARD HOUSE - OAKLEIGH GARDENS - LONDON - N.20 
Telephone : HiLiside 880! 
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This Bartlett Boiler is built for heavy use; is simple to maintain, 
efficient and economical, has a rated output of 300 pints of 
boiling water per hour. Automatic water feed is provided 


Write, phone or call for further details 


WwW a fe r IMMEDIATE DELIVERY 


boiler by Sarttett 


G. F. E. BARTLETT & SON LTD 


Main Works: MAYLANDS AVENUE, HEMEL HEMPSTEAD Tel. BOXMOOR 4242 
London Showrooms: BELL STREET, LONDON, W.1 Tel. PADDINGTON 8222 
BIRMINGHAM. 12 Whitmore Road. Tel. Victoria 1615 MANCHESTER: 530 Stretford Road. Tel. Trafford Park 0288 
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Policy Making and Executive Action 
by Thomas J. McNichols (McGraw 
Hill), 62s. net, 64s. post paid 

The aim of this 693-page American 
book is to teach management by 
showing people how to analyse busi- 
ness problems objectively, how to 
recognize alternative courses ol 
action and how to implement policy 


decisions. It does so in a readable 
manner. The author obviously 
believes—with BUSINESS—that giving 
case - histories is better than 
theorizing 

More than 30 case-histories are 
discussed fully The firms con- 


cerned are of all sizes and are chosen 
from a_ representative range of 
industries 

A typical chapter deals with a firm 
making automotive parts which is 
having difficulty in providing execu- 


tives for the generation ahead. The 
structure of this firm is set out, 
together with the names of the 


executives The case study tells how 
a system of committees was instituted 
so that middle and junior manage- 
ment with different backgrounds and 
personalities were forced to ‘com- 
municate’ and thereby educate each 
other 

A typical policy committee meeting 
is set out in detail and the inner 
thoughts of the plant manager are 
revealed—for example, as he rumi- 
nates on the shape of the committee 
table and wonders whether or not 
he should speak up boldly at 


meetings 


The author contends that the 
effective utilization of human 
resources is the most important 
function of an _ executive, and 


emphasizes the interrelated nature of 
business control. He also provides 
several lists of questions which any 
executive should ask himself in con- 
sidering the aims, structure and 
effectiveness of a firm 


Formation of Private Companies by 
Douglas Barker and A. P. Halberstam 
(Sweet & Maxwell), 35s. net, 36s. 3d 
post paid 

Written for the businessman rather 
than the specialist in company law, 
this 236-page book deals with its sub- 
ject in relatively non-technical terms. 

It is divided into three parts: (1) 
types of company and the pros and 
cons of incorporation, especially in 
regard to taxation; (2) the formation 
nd registration of companies; and 
}) how to convert a private company 
nto a public company. There are 
ppendices on Stamp Duty and 
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schedules 1 and 12 


Act. 1948 


of the Companies 


Elements of Marketing by Converse 
Huegy and Mitchell (Pitman), 5s. net 
5 post paid. 883 pages 

American textbook covering almost 
every conceivable aspect of market- 
ing Because the contents § are 
logically set out and well signposted 
it Is convenient as a reference book 
Several portions, however, apply only 
to the United States 

As this is the sixth (and thoroughly 
revised) edition of a book which has 
apparently become a standard work 
in U.S. business colleges, it may be 
found of use in this country, but the 
‘textbook approach’ destroys some 
of its appeal to British businessmen 
Readers may wish that a terser style 
had been adopted. Moreover, after 
having had the appetite whetted by 
the detailed list of contents, they may 
be disappointed to find that the 
sections of their choice are straight- 
forward ‘for and against’ paragraphs 
telling them much which they already 
know 


ay 
7/8 


The Typist’s Desk Book by M 
Berry. J.P., A.B.I.M. (Pitman), Ss net 
Ss. 9d. post paid 

Second edition of a small text, first 
published in 1935. This is a guide 
to efficient work in the office and 


deals concisely and simply with such 


coupon below: 


ORDER FORM 


| enclose remittance £ 


Name 


Address 


BUSINESS Readers’ Book Service 


Orders are dealt with and posted to you promptly. 
if you are not near a bookshop, BUSINESS will obtain for 
you any of the books reviewed here. Just send a remittance 
for the full, post paid price, together with the completed 


Business Readers’ Book Service 
109-119 Waterloo Road, London, S.E.! 


matters as style in typewriting, lay 


out of business letters, punctuation 
difficult spelling, correct form of 
address and many of the similar 


difficulties encountered by the typist 
in the course of the daily routine 

It is evident that the author has had 
personal experience of the snags that 
beset shorthand-typists and even ‘top 
flight’ secretaries 


Business Mergers and Take-over 
Bids by Ronald W. Moon (Gee), 25s 
net, 26s. post paid 

Examines the nature and purpose 
of the business merger and its post- 
war variant, the take-over bid 
Although it deals with this subject 
mainly from accounting and legal 
viewpoints, the economic aspect is 
also considered 

Many case histories illustrate the 
clash of views arising over the terms 
of an offer and show how settlement 
was finally achieved 


The Modern Factory by Edward D 
Mills (Architectural), 36s. net, 37s. 6d 
post paid 

A second, entirely revised edition 
of a book on the problems of factory 
planning, design and construction 
Numerous illustrations and diagrams 
show recently completed industrial 
buildings 

Although much of the contents is 


for the following books 














aimed at architects, businessmen will 
find interesting references to new 
techniques and methods. 


Automation Today and Tomorrow 
by L. Landon Goodman (Iota), 40s. 
net, 41s. post paid. 


Automation is a much-discussed 
topic —so much, in fact, that it has 
gone slightly stale. But there are still 
many unanswered questions 

What is actually happening now? 
What lies on the horizon — and just 
beyond it? Mr. Landon Goodman 
makes a brave attempt to supply the 
answers 

He shows that automation is not 
soley confined to mass production; 
deals with its application to sales, 
packaging, inspection and testing. 

Case histories illustrate applica- 
tions in specific industries — machine 
tools, domestic appliances, chemicals, 
metals, etc. They describe the 
equipment which various firms have 
installed, explain how it works, and 
try to assess the gains. There is vir- 
tually no technical jargon to fog or 
infuriate the lay reader. 

An extensive bibliography (143 
pages) gives references to hundreds 
of books and articles on automation. 
For many readers, this feature alone 
may justify spending £2 on the book. 


Management Accounting in Prac- 
tice by F. Clive de Paula (Pitman), 
18s. net, 18s. 9d. post paid. 

Catering for the practitioner as 
well as the student, this book des- 
cribes the techniques of what — in 
breaking away from the more rigid 
conventions of accountancy — is on 
its way to becoming a new pro- 
fession. It also examines the prob- 
lems that arise when the theory of 
management accounting is put into 
practice. 

A chapter on office mechanization 
and the use of computers gives a 
non-technical explanation of their 
possibilities for both the large and 
small company 


A Short History of Money by 
George Winder (Newman Neame), 
15s. net, 15s. 9d. post paid 

Money has long since replaced bar- 
ter; but while a cow is always worth 
a cow, it is rarely worth a set amount 
of money. Thus the question arises, 
“What makes prices rise and fall?’ 

Tracing the evolution of our bank- 
ing system, the author points to 
Government borrowing as the cause 
of inflation. This plain man’s guide 
to currency will help lay readers to 
understand better the advantages and 
disadvantages of ‘squeezes’ and other 
Budgetary measures 


Selecting, Planning, and Managing 
Office Space by Beryl Robichaud 
(McGraw-Hill), 66s. net. 67s. 6d 
post paid 
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which 


gives practical help on every phase 


A comprehensive manual 
of space management — from finding 
the best location through furnishing 
and decorating the office interior to 
cost-saving cleaning and maintenance 
methods. 

It offers advice on such things as 
how to plan the office for flow line 
work, how to control lighting, noise 
and air conditioning—and even how 
to move the office without disrupt- 
ing work. 


The chapter on furnishing and 
decorating is well illustrated. 


The Administrative Process by 
Robert H. Roy (Oxford), 40s. net, 
4ls. 6d. post paid. 


The author, Dean of Engineering 
at Johns Hoskins, draws on both 
experience in industry and academic 
skills in operations research and 
industrial engineering. The result is 
a problem-solving guide for modern 
management. Subjects dealt with 
include organization, delegation of 
authority, forecasting, communica- 
tion and decision making. 

Anonymous case histories give 
authenticity to his ‘philosophy.’ The 
book is casy-to-read 


Office Practice Today by F. ¢ 
Thurling (Pitman), 10s. 6d. net, 
lls. 3d. post paid for student’s edi- 
tion; 16s. net, 17s. post paid for 
teacher's edition Covering all the 
main records and activities of a small 
office, a good textbook to recommend 
to junior staff 


The Background to Current Affairs 
by Desmond Crowley (Macmillan & 
Co.), 21s. net, 22s. post paid. As “an 
attempt to identify and explain the 
main historical forces operating in the 
contemporary world” this easily-read 
book scores high marks. We need a 
refresher course on the wood, lest 
we become obsessed with the trees 


Overshadowing world events is the 
conflict between the emergence of 
nationalism among the more back- 
ward countries and its abandonment 
by the more advanced nations—the 
wisdom of the father versus the 
insistence of the adolescent on being 
allowed to make his own—and the 
same—mistakes. This is the impasse 
that neatly divides the countries of 
the world, and the book 


Under “Internationalism in the 
Post-war Years” Dr. Crowley first 
considers the Commonwealth, and 
devotes a penetrating chapter to 
‘the racial problem.’ In South 
Africa, he says, “it is manifestly 
impossible for 24 million Europeans 
to keep 10 million Africans, in a 
continent of Africans, in permanent 
subjection.” But if the African is 
to advance at a reasonable pace, “he 
can only do so within a European 
society.” 

The Communist block and NATO 
divide the world on a_ different 


continuum. Dr. Crowley believes in 
the inevitable collapse of Com- 
munism. “It is a mistake for rulers 


to try to claim infallibility, for this 
places their executive class .. . in an 
unendurable situation 


The last part of the book ts in — 
some ways more informative. The 
‘background’ on the rising nation- 
alism of China, India, S.E. Asia and 
the Middle East is less well known, 
and forms a discriminating nutshell 
of modern history with a purpose 


Pirates in Striped Trousers by C. J 
Ross (Harrap & Co.), 13s. 6d. net, 
14s. 3d. post paid 


This is one of the bitterest indict- 
ments of the professional take-over 
bidder, and of the effects on his 
victims 


Brandstons is a department store 
that lives in the past, making a mar- 
ginal profit. A progressive young 
director, Gerald Matthews, knows 
what is needed. Against great oppo- 
sition he tours America and brings 
the latest ideas back. Brandstons be 
comes the symbol of all that is best 
in retailing. 

And then the take-over jackals get 
busy. The directors are removed 
almost before they know it—and all 
accept their fate 

All, that is, except Gerald. The 
change in him is dramatic He 1s 
cynical, case-hardened and still ambi- 
tious. He sets up as a consultant on 
retail matters and soon is a merciless 
take-over man himself. But be over- 
reaches himself 


Sourcebook on Labour by Neil W 
Chamberlain (McGraw-Hill), price 
76s. net, 78s. 6d. post paid. A fer 
midable (1,104-page) tome described 
as an “effort to bring together some 
of the raw materials of the subject 
of industrial relations.” The author 
professor of Economics at the 
Graduate School of Business, Col 
umbia University, deals exclusively 
with American trade union activity 
and its effects 


The Industrial Efficiency of Rural 
Labour by C. D. Harbury (University 
of Wales Press), 35s. net, 36s. post 
paid. Results of an_ investigation 
into the quality of labour available 
in areas lacking industrial experience 
General verdict: such labour is cap- 
able of quite as good work as that 
available in industrial areas—given 
tolerable labour relations and work- 
ing conditions. 


Book-keeping and Accounts by 
Derek Thomas (University of London 


Press), 10s. 6d. net, Ils. 3d. post 
paid. Covers the requirements of 
business, General Certificate and 


other examinations by discussing the 
practical work of an accounts depart- 
ment alongside the theoretical con 
siderations [he author is the 


principal of Clark’s College, London 
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Let FORMICA SURFACES) w« 


— 


What a difference FORMICA surfaces make to any office! Bright and cheerfy! 
in colour, durable and versatile in application, FORMICA surfaces are designe} \ 
to keep morale high and overheads low. 

With the recent development of curved surfaces there is now a FORMICA 
surface to fit every part of your office—desks and tables, cupboards and shelves 
display fittings and wal! panels. Easy to fit (and even easier to keep clean 


FORMICA surfaces make it easy for you to furnish your offices sensibly 


economically and attractively. 








The hard-wearing, @asy-to-clean 
FORMICA surface is particularly 
suitable for desk tops and other 


working surfaces. 


The panelling of walls with 
bs 
FORMICA rved surfaces allowsa 
single sweep of material that 
eliminates corners and crevices— 
( where dirt we l normally 
\ 9 ) 
\ collect. 
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covered with one of the many 


distinctive patterns that have 


been designed by FORMICA Ltd 





The VANITORY* unit—compact in 





design yet allowing ample space 








for accessories and shelves—is an 


ideal fitting for officecloakrooms 
All VANITORY units are fitted with 
glamorous FORMICA surfaces. 

Please 


write for name of 


stockist 


nearest 
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ng of business Why not discover now more about this equip- 
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TELEPRINTERS PUNCHES 











cece. For instant, accurate, two-way office- Record computer output—at speeds 
to-office communication of business up to 300 characters per second; 
data—over any distance, between any create input data tapes (with or 
number of locations. A single, initial without simultaneous page print-our) 
transmission delivers data at destina- provide automatic ‘“‘common lan- 
tion(s) in printed page form, on multi- guage"’ punched tapes of routine 
copy stationery or as punched tape operations of cash registers, account- 
for subsequent automatic processing ing machines, typewriters, etc 
READERS 
Facilities for verifying, comparing For continuous automatic telegraphic 
correcting duplicating, combining and transmission of punched tape data at 
winding tapes—automatically, at high full circuit capability; for input of 
speed. data to computers and other tape- 


controlled equipment. 


EDGE PUNCHED CARD EQUIPMENT 


Alpha-numeric punching of data along edges of unit-record cards and tickets with 
simultaneous page print-out of coded data; automatic high-speed conversion of edge 
card data to punched tape for telegraphic transmission and/or further machine 
processing 
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NEW EQUIPMENT - FREE SERVICE 


To obtain additional information on the items reviewed editorially in 
the New Equipment section of this issue, write their reference numbers 
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Cordless switchboard 
gives better service 


Businesses with 50 or more tele- 
phones will find the new 430/ private 
automatic branch telephone exchange 
speeds up service, reduces and eases 
the work of the operator. And the 
versatility of the extensions may 
reduce the number of instruments 
required. 

The board, which abolishes cords 
and jacks, has several attractive 





Reduces operators’ work 


points. Incoming calls can _ be 
routed to a line even if it is engaged; 
there they ‘queue’, to be put through 
automatically as the line is cleared. 
All calls, internal or external, are 
made without operator intervention. 
A user who wishes to re-route an 
incoming external call to another 
extension can perform this function 
himself; can also hold the call while 
speaking to another extension with- 
out being overheard by the caller. 

All these facilities reduce the 
operator’s internal work to a mini- 
mum, leaving her free to deal with 
outside callers. For making outside 
calls, she uses press-buttons, a dial 
being employed only to originate a 
call to an internal extension. The 
board itself is an attractive, low-built 
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console in the pedestals of which 
directories can be stored. On the 
left side of the working top a visible 
index of telephone numbers can be 
fixed; to the left is a glass-covered 
reference section. 


Enquiry Ref. No. O7/1 


Key cupboard 
saves space 


Up to 250 keys can be accommo- 
dated on separate hooks in a new 
cabinet measuring 23}in. high, 22in. 
wide and 6jin. deep. This lockable 
cupboard is made of wood; has 
wooden or glazed door with a fitted 
lock and plates for wall fixing. 








Visible index provided 


Smallest size holds 50 keys. A 
cupboard for 150 keys has, in 
addition, a hinged leaf with 50 hooks 
on either side; the largest has two 
leaves. Numbered discs for use with 
the keys are available in white and 
10 different colours. A fitted visible 
index is provided for further identi- 
fication. 

Enquiry Ref. No. O7/2 


Colourful desks 
on ‘unit’ plan 


Use of interchangeable compo- 
nents allows 150 different desks and 
tables to be built up from the new 
Flushline range of steel furniture. 
It is suitable for making up individual 





How to get 
Further 
Information 


Executives can obtain 
full details of products 
reviewed in this section of 
BUSINESS by using one 
of the New Equipment 
Service cards facing page 
100 of this issue. 

tach item 1 the 
section has a reference 
number. The numbers of 
items on which further 
information is requested 
should be written clearly 
on the card. 

The service is free and 
no postage stamp is 


needed. | 





* Equipment included in this survey is selected for its news value alone. Manufacturers are 
invited to submit details of new and interesting products for consideration. An original phote- 


graph should accompany each item submitted. 
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executive, secretarial and general 
office items or for assembly in con- 
tinuous or T-shaped formations. 
Colours for metal parts include 
burgundy, coffee, grey, lilac, near- 
white grey and olive green; dull-finish 
lino tops are available in grey, black, 
blue, blueberry, aubergine and 


- 





Adjustable for height 


green. Thus the user can, if he 
wishes, assemble one, two or three 
colours together. 

Height of the desks can be 
adjusted to suit the user and to 
compensate for uneven floor surfaces. 

Components include desk and 
table tops in several sizes, a variety 
of pedestals with different types of 
drawer fittings, knee-space drawers, 
back and end panels. 

Enquiry Ref. No. O7/3 


Balipoint pen 
for photocopying 


Designed specially for production 
of originals for photocopying is the 
Bic ballpoint pen. Filled with a 
special reproduction ink, its impres- 
sions can be copied satisfactorily by 
any process, including the Thermofax, 
the makers say. 

The pen is reasonably priced and 
is refillable. It is of the fixed point 
type and is fitted with a protective 
cap. Rather longer than usual, it 
has no pocket clip. 

Enquiry Ref. No. O7/4 


Dyeline photocopier stacks 
finished prints 


Capable of outputs of up to 500 
foolscap-size prints an hour, the 
Copyriter dyeline photocopier is 
designed for continuous work. It is 


therefore «gitable for producing 
statements, invoices, reports, 
102 


minutes and can also be used for 
small drawings and plans. Copies 
emerge dry from the machine and 
the finished prints can therefore be 
stacked on a tray without fear of 
their sticking together. Though 
wet developer is used, rollers 
squeeze all moisture from the prints 
before they emerge. 

The original, which must be on 
transparent or translucent paper, 





For continuous work 


and a sheet of diazo paper are fed 
together into the first set of rollers ; 
then the diazo paper only is fed 
through the upper set of rollers 
from which the finished print 
emerges. 

The Copyriter is completely 
odourless, produces no fumes and 
requires no ducting. Maintenance 
of the machine is simple. Base area 
is 244in. by 144in. 

Enquiry Ref. No. O7/5 


Reinforcing rings 
easily applied 


Anyone who frequently uses loose 
leaf systems will find the new 
Tackytite ring reinforcements save 
time and trouble, as they are quickly 
and easily applied. Made of white 
linen, the reinforcers come in sheets 
of 63, mounted on backing sheets and 
packed in window envelopes. Self- 
adhesive, they are applied merely by 
finger pressure. The centres can be 
picked out before fixing or picked 
out after the rings have been stuck 
to the paper. 


Enquiry Ref. No. O7/6 


Addressing machines 
use metal plates 


Introduced for the first time at the 
Business Efficiency Exhibition was a 


range of American-made address 
equipment using metal plates. O 
hand-operated printer, one electri 
printer and an embosser are 
present available; other machines 
will follow. 

Impressions are made by light 
manual pressure On an operating 
ring below the character dial of the 
embosser, the ring being designed in 
such a way that no letter can 
accidentally be double printed 

On the small hand addresser, 
plates are fed automatically from a 
hopper, and are visible to the opera 
tor right up to the moment of 
printing. An unusual feature is a 
mechanism which permits an ejected 
plate to be fed into the print position 

Most outstanding feature of the 
electric printer is the very large 
number of permutations obtainable 
by automatic _ selection Pedal 





No double printing 


operated, it incorporates a repeater 
which gives from one to six consec- 
utive prints from each plate and is 
controlled by a switch button. Both 
types of printer can employ inter- 
changeable printing pads for line 
selection work. 
Enquiry Ref. No. O7/7 


Adding machine has 
tumbier keys 


Instead of the usual typewriter 
type keys, the Figaro adding 
machine has rectangular tumbler 
keys. When an amount is regis- 
tered, the keys are tilted to the 
right rather than depressed ; this is 
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FEAST or 


FAMINE ? 


The jib structure of the excavator 
appeared to be in good working order. 
Suddenly the bridle rope broke. Down 
came everything and up went the daily 
costs owing to production delays and 


-_ and loss of profits. 
two people could have 
prevented the accident 


An accident like this, caused by the fretted corrosion 
of a strong-looking bridle rope, need never happen 
if a qualified Engineer Surveyor regularly inspects 
two given departments machinery. But first it is the responsibility of someone 
at top-level—a director, the secretary or chief engineer 
to see that all their industrial machinery is inspected 


The constant flow of paper work and insured by specialists. 


This vacuum-operated 
“Junior"’ tube system 
brings to all business 
organisations a means of 
speedy and safe 
transmission of documents 
and other small items 


in carriers between 


up to 150 ft. apart. 


eliminates the ‘Feast or Famine” 


Vulcan inspects and protects 


element. With an approximate 








speed of 3O ft. a second Vulcan, who this year celebrate a 
century of experience—and look 
this ‘‘Messenger’’ saves many 2 A MAY 
| forward to learning more every day WE 
hours of valuable time and money. | —provide just such a service. It SEND 
costs no more than insurance and you = 5 
inspection by ‘general practitioners’. FREE 
THE NEW Our appointment ts always wel- *Vulcan’—a jour- 
| comed by company engineers and na! for all users of 


| insurance brokers—because they plant and machin- 

EB, BME BOM reer, | eis 
é' accidents an 

a Vulcan Engineer Surveyor will safety hints. Write 


CABINET JUNIOR find them, and prevent the accident to Dept. 4. 
that would have happened. 











Lamson Engineering Company Ltd. 
Hythe Road, London, N.W.10. V | 67 KING STREET, 
Telephone: Ladbroke 2424. THE u can MANCHESTER 2. 
BOILER & GENERAL INSURANCE CO. LTD. 


A member of the Lamson industries Group 
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said to reduce wear on the machine, 
and is as rapid as the usual down- 
ward action. All the keys below 
the one touched in one column are 
automatically depressed with it, and 
thus an error is easily spotted. If 
a key is pressed in error, the mis- 
take can be rectified before it is 
registered and without affecting 
amounts already entered. 


The Figaro has a_ sterling 
keyboard with a totalling capa- 





For sterling adding 





city of £99,999 19s. Iljd. or 
with alternative keyboard, of 
£999,999 19s. lld. Colour coding 
aids recognition. 

Compact in design, the machine 
weighs only 54lb.; four rubber 
suction feet keep it stable on 
polished or sloping surfaces. 

Enquiry Ref. No. O7/8 


Fast dyeline printer 
is economical 


Output speed of up to 40ft. of 
completed copy per minute can be 
achieved by the Zephyr drawing 
office dyeline photocopier. At the 
same time, consumption of ammonia, 
used for dry developing, is consider- 
ably reduced, the makers say. 

An entirely new design is respon- 
sible for these striking results. 
Normally, a perforated zinc cylinder 
or plate is used to disperse vaporized 
ammonia over the surface of the 


Zephyr this arrangement is re; 
by a wind tunnel which bi 
ammonia gas at high speed 





All-dry process 


pressure all over the unobstructed 
surface of the print. Thus high 
quality prints are made at high speed 
The system’s increased efficiency 
lowers ammonia consumption 

The machine has a 44in. feed 
Light is from a 3000-watt quartz 
tube. 


print during development. In the Enquiry Ref. No. O7/9 


how accurate 
is a printer 


Accuracy is not only a matter of following a 
type specification or keeping a close eye 

on registration. At F. & C. we believe that 
accuracy depends on inspired interpretation, 
with the end product reflecting exactly 
what the client had in mind. Accuracy at 

F. & C. does not end until the job is well 
printed and delivered on time. It extends 
throughout our wide range of services — 
designing, blockmaking, plate making, 
letterpress and offset lithographic printing, 
binding and mounting. Telephone Royal 1731, 
extension 9 or write to us. We would be 
very glad to meet you. 


FOSH & CROSS LTD 


al 
- 


are very accurate printers “ays 


© 


vv 
%; 


80-92 Mansell Street, Aldgate, London, E.1 Telephone: ROYal 1731 Telegrams: PRINTRADE, EDO, LONDON 
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DUST 


is more than a Problem— 
it is a MENACE 


Are your premises as clean as they should be? 
Dust and dirt are constant menaces to health, 
as well as enemies of efficient 
Apply New Welbeck 
suction methods and 
avoid this danger by 
effectively trapping 
and removing all dust 
and dirt from your 
premises. 


production. 


This method will save you 


time, labour and money 
Bak-Vak in use at the Non-Ferrous 


and satisfy you that your Die Casting Co 


premises are clean 


Write for further particulars or free demonstration, without obligation 
to Department 8 


NEW WELBECK LTD. 


HEAD OFFICE & WORKS 





By Appointment to Brighton 7, Sussex 

H.M. The Queen LONDON OFFICE 
Suppliers of tn ata, 

Vacuum Cleaners 6 Cavendish Square, W.! 


Srighton 61666 (PBX) 


LANgham 1517 (PBX) 





H. A. COOMBS LTD. 


STANDARD WORKS, RED LION ROAD, SURBITON SURREY 
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Kwick-dr 





The TOWEL THAT REALLY DRIES—AS THE NAME IMPLIES 


PAPER TOWELS 


ARE HYGIENIC !! 
FOR FACTORIES, OFFICES, SCHOOLS, HOTELS, 
CANTEENS, etc. 
PROTECT THE HEALTH OF YOUR STAFF 


Do away with the old germ-spreading communal roller 
towel and avoid infection. 


They are very absorbent and far cheaper too because they 
cut Laundry Bills, Towel Losses, and Time Waste. 


One KWICK-DRY will dry the wettest pair of hands and not 
disintegrate 
Kwick-Dry Paper Towels dispensed only one at a time from our 


Automatic Control Delivery Cabinet 


TOWEL COSTS 
Po 












Kwick-Dry Paper Towels are also supplied FLAT 
INTERFOLDED in packets for which dispensing 
cabinets and Soiled Towel Bins are available 
Ask for details of our non-mechanical roll and 
interleaved towel cabinets free on loan 


No possibility of chapped 
hands and faces, or 
irritating queues as with 
Expensive Hot Air Drying 
Equipment 


Towels are completely 
encased — free from 
exposure and 
contamination. Ask for 
details of TRIAL OFFER 


FREEDER BROS. PAPER MILLS 
BRIMSDOWN, ENFIELD, MIDDLESEX 


Tel. HOWard 1847 (5 lines) Grams: Sylkocrepe, Enfield 
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MOUNTIE 


safety steps 
with 
the 
LOCK 
and 
ROLL 
castors 


LOCKS 
... automatically tothe 
floor when you step on. 


ROLLS 


. on ball-bearing 
castors when you 
step off. 


Ideal for factory, stores, shops, dairies, 
bakeries, schools . . . in fact anywhere in- 
doors or out where safety, efficiency, 
corrosion resistance are important. 


* Safety hand-rails on 2 to 12 step models. 
Write for brochure W4 to: 


ACCESS EQUIPMENT LTD 
Maylands Avenue, Heme! Hempstead, Herts. 
Tel: Boxmoor 5781 

TAI7QI 
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High definition 
industrial TV 
Closed-circuit TV equipment for 
industrial uses is now available with 
definition equal to B.B.C. standards. 
It is therefore especially suitable for 
the transmission of detailed maps and 
charts, handwritten letters and 
figures, and the monitoring of 
machinery working to fine limits. 
High stability, together with an 
automatic compensation for light- 
level changes of over 50;to 1, permit 





For unattended operation 


the equipment to be used completely 
unattended. The camera head mea- 
sures less than Sin. by Sin. by 84in. 
(without lens) and can be operated 
fully by remote control. 

The TV tube can withstand a 
temperature range of 50 deg. C. to 
minus 30 deg. C., and humidity from 
0 to 100 per cent. 


Enquiry” Ref. No. W7/I 


Lighter, tougher 
protective clothing 


A new industrial __ protective 
clothing fabric is tough, hard to tear, 
yet lighter in weight than rayon or 
P.V.C.-coated cotton fabrics. It 
costs twice as much as conventional 
coated fabrics but its life is claimed 
to be many times greater. 

Enquiry Ref. No. W7/2 


Unbreakable 
eyeshield 

The Progress 58 wide-angle shield 
is suitable for industries where, 


though goggles are unnecessary, 
some form of eye protection is 





needed. It weighs only one ounce; 
is streamlined; fits closely to the 
wearer's face; and is made of 
unbreakable nylon. 

The wide curvature and _ short 
extension at the top of the eyeshield 
prevent flying particles from entering 
the eye. The acetate lens can be 
replaced with either crystal clear, 
green or amber anti-glare lenses. 


Enquiry Ref. No. W7/3 


Stops concrete 
floors dusting 


Tough and long-wearing, a new 
synthetic rubber-based floor coating 
seals concrete floors and prevents 
dusting. One coat takes light traffic; 
further coats can be added to cope 
with heavier wear. The sealer can 
be applied by brush, roller or spray 
gun 

The coating dries to a semi-gloss 
finish, is easily kept clean in the 
normal way, and is unaffected by 
oils, greases and chemicals. 


Enquiry Ref. No. W7/4 


New aids to 
works training 
Industrial training officers may 
well find uses for the new Prince 
camera and Princess projector. 
With this apparatus—aimed pri- 
marily at the domestic movie-maker 
it would be possible to turn out 





For restricted budgets 
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simple direct training films at a 
remarkably low cost. 


The apparatus uses 9.5mm. film 
and takes ‘stills’ as well as normal 
movie sequences An ingenious 
heat-dispersal system enables the 
projectionist to hold _ individual 
frames for as long as he likes without 
damaging them. 


One roll of colour film (costing 
about 18s.) provides a_ 1-minute 
movie sequence or about 1,000 stills 
These can be intermingled or run 
consecutively—for example, a series 
of stills showing the set-up for a 
particular job might be followed by 
a 10-second sequence showing the 
job being done. 

Combined cost of the camera and 
projector is about £30—an attraction 
to the training or visual aids officer 
who has to work on a restricted 
budget 


Enquiry Ref. No. W7/5 


‘Waste’ truck 
dumps easily 


Designed for the collection and 
disposal of swarf, clinker and waste, 
a new fipping truck is shaped so that 
it rolls over quickly and easily to 
dump its contents 


It is also easy to handle and 
manceuvre. There are two main 
wheels and a rear swivel-castor with 
a long stem reinforced for heavy 
treatment. 


The truck holds approximately 
12 cu. ft.; is 334in. high, 40in. long 
and 30in. wide; and is made of hin. 





Holds 12 cu. #. 
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Stenocord 











‘Got that . . ?”’ She’s got it ‘all right’ on a Stenocord 
It’s accurate. She doesn’t have to depend on her own 
transcription. She doesn’t have to waste valuable time taking 
dictation . . . sitting idly while you answer ‘phone or query 
Her time is spent typing from your stenocorded voice 
played back at her own speed, typing as she listens. A Stenocord 
doubles your typist’s output . .. and better work too 
the girls love it. Carry your Stenocord around with you. It’s 
neat, light and goodlooking. Take up the microphone anywhere 
and talk business. No tapes: no re-winds. Twelve minutes 
dictation on a continuous belt that can be posted in an 
ordinary envelope. It’s as easy as that. 





DICTATING MACHINES 


W rite for 
literature and 
demonstration in 
your own office, 
without 
obligation. 


BAIRD BUSINESS MACHINES LIMITED 
219 GRAND BUILDINGS, TRAFALGAR SQUARE, LONDON, w.c.2 
Telephone: Whitehall 1534 














Here is a de luxe armchair specially 
designed to give the dignity and comfort 
that an executive position calls for. 
Seat, back-rest, and arm-rests of latex 
foam rubber and rubberised hair, 
covered in luxuriously deep uncut 
moquette, on a modern tubular steel Executive's 
frame, and with swivel action and De-Luxe 
adjustable seat and back. Armchair 


for the general office 
OC23 Utility or Typist’s Chair 
An example from the extensive range of 


Tyseley Tubular Steel Chairs for office, 
factory, and canteen. 


TYSELEY 
TUBULAR STEEL CHAIRS 


Please send for free catalogue to: 
C.W.S LTD., FEDERAL WORKS, KING’S ROAD, TYSELEY, SIRMINGHAM 





mGREATMET FLOORS 


NEW FLOORS & 
FLOOR COVERINGS 
& PAVINGS 


FLOOR & WALL TILING 
TERRAZZO 


ates oe STAIRCASE WORK 
ROLAND DAVIS OLD FLOORS 


f nu ‘ ne wht 
ao tli ee ee RECONDITIONED 
Cusinase BY MODERN MACHINERY 


Continuous Stationery Day, Night, and Holiday Service 
Interleaved Carbon Sets a Speciality 


Carbonized Forms 
No Carbon Required Sets. 





Expert craftsmen only employed 
All work fully guaranteed 


Send Specimen of your existing Flooring Brochure No. 2 free on request to 
Stationery (Stating usage per annum) 

for an assessment. There is no charge 
for this Specialized SERVICE, but we | THE 
may be able to show you Substontial | 

SAVINGS in your PRINTING costs 


ROLAND DAVIS LIMITED GREAT METROPOLITAN 
Seed tetene m FLOORING CO.-LTD. 


4-7 EAST PARADE, SHEFFIELD, |.| [ARRSURCRGHS Ca Crate, Bl 


Telephone: 28076-7 SLOane 0047(PBX ) 
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steel plate. The standard model is 
fitted with 8in. dia. rubber-tyred or 
cast-iron wheels. 

Enquiry Ref. No. W7/6 


Measuring 
shock resistance 

By measuring the ability of a 
product to withstand shock and 
vibration, a new, relatively inexpen- 





Tests packaging 


sive instrument enables manufac- 
turers to select the most suitable and 
economic method of packaging. 
| Drop tests simulate shocks to which 
the equipment would be subjected 
when transported in a crate. 

Extra cost and loss of goodwill due 
to breakages in transit can thus be 
avoided without making the packag- 
ing unnecessarily elaborate. 

Enguiry Ref. No. W7/7 


New welding gun 
for ‘tricky’ work 


Welding in difficult positions 
vertical, overhead, far back into 
recessed areas—is speeded up and 
simplified by a new type of welding 
|gun. Because it uses less current 
than normal (1) ‘all position’ welding 
is possible; (2) material as thin as 
0.040in. thick can be butt-welded; 
, and (3) metal is not thrown out of the 
arc area as splatter. 

The new equipment employs a 
portable hand gun with a continuous 
electrode wire—eliminating the need 
to stop to change electrode rods. 
There is no slag waste and the shield 
of gas used with the process elimin- 
ates the need for slag removal and 
after-weld cleaning. The process 
enables even a mediocre welder to 
produce good results. The quality 
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Economizes in power 


of the weld is controlled by a 
monitor which automatically detects 
variations in welding conditions and 
re-balances the system by creating 
constant arc voltage and constant 
arc length 

The range of work covered by the 
process is similar to the normal 
manual arc welding of mild steel, but 
the rate of depositing is much greater 
Speeds up to ten times faster than 
the normal tungsten inert gas method 
on aluminium alloy are claimed, 
enabling substantial savings to be 
made in production costs 


Enquiry Ref. No. W7/8 


Sprayed coatings have 
P.V.C. performance 


Coatings with the _ thickness, 
resilience and chemical resistance of 
P.V.C. are obtained with two spray- 
ings of a new material. Spraying is 
possibly due to the finely dispersed 
particles of plastic resin. The thick 
film thus produced is claimed to have 
an impact resistance superior to any 
other stoving finish. It is suitable 
for sheet metal, castings and awk- 
ward shapes. 


Enquiry Ref. No. W7/9 


Fast, automatic 
labelling machine 


The Newman 4B automatic label- 
ling machine handles round articles 
(such as bottles, tubes and vials) up 
to 24in. diameter at a speed of up to 
200 dozen per hour. It accepts 
articles of any length, provided the 
distance between the base of the 
article and the centre of the label 
JULY, 1959 











“The time has come” the Walrus said, 
“to talk of many things; 

of shoes and ships...and Master Clocks 
and whether time has wings.” 








The Carpenter needed little time to see 
that something was very much amiss. 
The Clocks were all upside down, 

the tea-break hooter went off at one, 
*Music-while-you-work’ was on 


when they didn’t. 


“It seems a shame” the Walrus said 
“to play them such a trick. 

No need to carry on like this, 

such time-waste makes me sick. 


The Carpenter nodded agreement 
and said with great emphasis... 
“Then it's really 


Time you called in 


MAGNETA 


for Time and Sound 


THE MAGNETA TIME CO. LTD. (Dept. MB.7) 


Goblin Works, Leatherhead, Surrey. Ashtead 866 
(Branches in all principal towns in the U.K.) 


One of the B.V.C. Group of companies. 








BEAT 


PUL 
THEFT BY 





THE SYSTEM CHOSEN BY 


SO MANY 
WORLD FAMOUS 
NAMES 


The Admiralty, Lloyds Bank, Ford 
Motor Co., |.C.1., Crosse and Black- 
well, the B.B.C.—those are but a 
few of so many famous organisa- 
tions who have chosen for their 
protection the— 


BLICK WATCHMAN’S CLOCK 


The advantages are overwhelming. 
With the Blick System you can see 
immediately, from the pattern of 
records, whether or not the 
Watchman is varying his route, 
setting off at different times each 
night, hurrying through his rounds 
or doing the job faithfully and well. 
Special Blick features include the 
8-day clock movement and record 
chart; unlimited check stations; 
multi-colour stamping; instruc- 
tions for making patrols in the way 
recommended by Scotland Yard; 
and a record book enabling you to 
see at a glance whether your orders 
have been obeyed. 


SEND FOR 
FREE 
BOOKLET 


Learn more about 
this great method 
of protection 
against fire and 
theft. Write today 
for the free 12 
page booklet 
describing the 
unique Blick 
System. It's 
worth having 


BLICK TIME RECORDERSLIMITED 
96/100 Aldersgate St., London, E.C.! 
MONarch 6256 
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does not exceed Ijin. The labels 
may be long enough to overlap or 
cover only half the circumference. 

Because of its freedom from 
vibration, the machine can be 
operated on a workbench or stand 
without fixing bolts. An attachment 
is available for print-coding on the 
ungummed portion of the label. 

Over-all dimensions are 31in. high. 
194in. wide and 27in. long (excluding 
the ramp). 


Enquiry Ref. No. W7/10 


Oscilloscope ‘traps 
the transient’ 

Non-recurrent waveforms and 
other types of curve can be arrested 
on the screen and studied at leisure 





‘Freezes’ waveforms 


by using the QD9/0 persistence 
oscilloscope. It employs a ‘memo- 
tron’ storage cathode ray tube. 
Typical applications are the 
investigation of breakdown condi- 
tions in any plant or device, and the 
location of a particular piece of 


information stored on magnetic tape. 


Enquiry Ref. No. W7/11 


Machine cleans 
metal components 
Useful where components have to 


| be cleaned before further processing 


| (for example, gear blanks before gear 


cutting) a new washing unit quickly 
removes oil and swarf. The parts, 


AUTOMATIC 


SANITARY TOWEL 
‘MACHINES 


are essential 
welfare equipment 
in every modern 

FACTORY, 

OFFICE BUILDING, 

DEPT. STORE, 
LAUNDRY, ETC. 
where women are 

employed. 

The machine illus- 
trated dispenses 
the ‘LILIA’ well- 
known brand of 
Soluble Towel, in- 
dividually packed 
in cartons with 
two safety pins 
We can give 
prompt delivery of 
both the machine 
and towels. The 
mechanism allows 
for easy adjust- 
ment to a selling 
price of 2d., 3d 
or 4d. 


I12months' guarantee 
Full porticulars from: 


The SIMPLAMATIC MACHINE 
co. LTD. 


40Sloane St., London, SW! Tel: SLO 7629 
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Specialists in 


RECONDITIONING 


STEEL and WOOD 
Office Equipment 


and all types of 
Upholstering 
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2 COAL WHARF ROAD 
SHEPHERD'S BUSH, W.12 
SHE 2833 & 4081 
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Removes oil and swarf 


continuously sprayed with hot deter- 
gent, are moved around the unit at 
approximately one r.p.m. and then 
automatically discharged into a col- 
lecting box or tray. 

The unit is completely _ self- 
contained and can be moved from 
machine to machine. 

Enquiry Ref. No. W7/'2 


Floor blocks not 
affected by heat 


A new type of hardwood floor 
block is suitable for use with 
under-floor heating because it does 
not move, warp, or react to changes 
in temperature. The manufacturers 
claim that special chemical treatment 
eliminates the failings of wood 
without sacrificing any of its natural 
advantages. 

The block can be laid at any 
convenient stage of building 
construction since it is impervious to 
staining from plaster or wet concrete. 
The treatment also gives a hard 
surface, rendering the block immune 
against attack by fungi or any type 
of insect. 

Standard sizes are 12in. by 4in. by 
tin., and 8in. by 4in. by fin. The 
blocks are available in a variety of 
colour finishes. 

Enquiry Ref. No. W7/13 
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. Introducing the first of the new B.V.C. Family 


FIRST BATTERY DRIVEN FLOOR SCRUBBER 





THIS ‘OTTER’ IS NOT ON LEASH! It has no trailing 
cable. The battery driven ‘Otter’ is highly manoeuvreable 
and ideal for large expanses of floor whether they be 
factory, office, hospital kitchen, canteen, garage or station 
floors. It is also ideal for use on board ship. In fact, any 

kind of floor which is subject to heavy traffic. 
aN In its trail the ‘ Otter’ leaves a floor 
Ia spotlessly clean. 











. and here's the rest of 
the family. 


“* Musquash ” 

for carpet shampooing, wet 
scrubbing, mopping, dry 
cleaning, light sanding and 
polishing. 

* Chipmunk ” 

for floor polishing, dry 
cleaning and light sanding. 
“Hedgehog” 

similar to the ‘Otter’ but 
without water tank. 


“Ferret” 

a floor drying machine for 
use with the ‘Musquash’, 
“Vampire” 

for drying of large areas. 
Battery driven, no trailing 
cable 











Write for further details of the * family’ at: 


British Vacuum Cleaners & 
Engineering Co. Ltd., 
Goblin Works, Leatherhead, 
Surrey. 
Telephone: Ashtead 866. 

Dept. F.M.E./BS. 


FLOOR MAINTENANCE EQUIPMENT 








One of the B.V.C. Group of Companies 








WHAT EVERY Ges 
OFFICE NEEDS 


CHAIRS— 

which will stack 
away into a 
trifling space 
when the floor 
needs to be 
cleared. 









WHITTLE Tubular Steel Stacking 
Chairs are made from the finest 
materials, stove-enamelled in a 
range of pleasing colours. Clean, 
graceful, hardly possible to break, 
these indispensable articles of 
office furniture have seats and 
backs of polished canvas, beech- 
surfaced wood or handsome 
Vynide. Full details on request. 


RW, SPECIALISTS IN 

TUBULAR STEEL FURNITURE 

FOR OFFICES, CANTEENS AND 
ASSEMBLY ROOMS 


Limited Phone: Eccles 1607 - 1136 
P.V. WORKS, MONTON, ECCLES, MANCHESTER 








Boiling 
Water 


for Tea Making 


Whatever your tea-making prob- 
lem—tea for 20 or 2,000 persons, 
a “Hygienic” instantaneous water 
boiler will meet your require- 
ments. 


Instantaneous boiling water. 


Automatic gas and water 
controls. 


Suitable for hard or soft water 
districts. 


A comprehensive range of sizes, 
types and finishes to suit all 
demands. 


The above is but one item of an 
extensive range of catering 
appliances. 


THE HYGIENIC STOVE CO. LTD. 
SALES DEPT., HUDDERSFIELD 
Wustrated literature and details on request. 
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PARK YOUR CYCLES 
THE ODONI way 


(REGD. TRADE MARK) 
With Odoni Patent ‘‘All-Steel” 


BICYCLE STANDS 


Types to suit all possible requirements 
Single or Double-Sided. Horizontal or Semi-Vertical 


For Indoor and Outdoor use. 


TYPE 10 
DOUBLE -SIDED 
SEMI - VERTICAL 
OUTDOOR 
STAND, BUILT 
WITH CLOSE 
RACK 
ARRANGE- 
MENT (CYCLES 
AT 12 
CENTRES) 


Write for fully illustrated leaflet and price list to 
Sole Manufacturers and Patentees. 


~ ALFRED A. ODONI AND co. LTD. 

SALISBURY HOUSE, LONDON WALL, 
LONDON, E.C.2 

(WORKS: LONDON, N.W.) Tel. Add 


Odoni, Ave., London 











CAT-SNAP 
Carbon Copy Set 


The perfect answer for orders, 
invoices, advice notes — or any 
forms where carbons are used 
—Cat-Snap saves hours of 
typists’ time spent in collating 
and sorting. 

Just put the complete 


Cat- — set Straight into the typewriter, type the con- 


—in one simple motion carbons 


ed, and the forme are ready for posting, etc. 


May we tell you more about this? Write to :— 


A. J. CATLIN LTD 


SPECIALISTS IN CONTINUOUS AND CUT SET STATIONERY SYSTEMS 


Jasper Rd - Westow Hill - t pper Norwood - London SE19 - Gipsy Hill 2258 


Tew c3 
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CLASSIFIED ADVERTISEMENTS 


RATE—7/6 a line (average 4 letters per line). 
Minimum three lines costing 22/6; each addi- 
tional line or part of a line 7/6. Box No. 
counts as one line and is to be paid for: 
replies are forwarded free of charge, five per 
cent discount for six insertions, 10 per cent 
for 12. Payment with order for single insertion. 


ASSOCIATIONS 


THE ASSOCIATION OF INDUSTRIAL & 
COMMERCIAL EXECUTIVE ACCOUNTANTS 
LIMITED (by guarantee). Details of member 
ship, registered studentship and examinations 
may be obtained from the Secretary, 126 
Gt. Cambridge Road, London, N.!7 


DUPLICATE BOOKS 
BETTER DUPLICATE BOOKS AT LOWER 
PRICES. Specialist equipment enables us to 
produce attractive, specially-printed dupli- 
cate books at amazingly low prices. List free. 
Browns Ltd., Caidervale Works, Burniey, Lancs. 


FOR SALE 
KARDEX, RONEODEX AND SHANNOVUE 
CABINETS, as new. F. H. Jolly & Co, Ltd., 
289 King Street, London, W.6. Tel. RIV 5381. 


“Addressograph"’ Machines (rebuilt-guaran- 
teed), cabinets, frames, plates and acces 
sories. Nevard Dess oy a Co. Ltd., 102-106 
Shoe Lane, London, E.C.4. 





STENORETTE Dictating Machine Office Equip- 
ment. Our activities are devoted solely to 
the sale and service of Stenorette equipments 
and our service agreement ensures continuous 
use without recourse to Manufacturers. We 
ere unique in this respect, so send your next 
enquiry to the Stenorette Specialists, 227 
Oxford Road, Manchester, 13. Tel. ARDwick 
4269. 


nt ol te Timemaster Sustatiog and Tran- 

ibing Machines, exce on, sale 
or exchange. Holding 39 Mi incing Lane 
Blackburn, Lancs. 


Carter Parratt card index cabinets each with 
12 trays. Each tray holds 3 rows of 80 cards 
éin. x 4in. Eight cabinet n excellent 
condition. £10 each. Phone or write to the 
Manager, Nettiefold & Moser Ltd., London. 
Hop 7ill. 





THE “SYSTEM” 


Desk Secretary 


Keeps all your papers in 
orderly form—Reminds you 
when they need Attention 
This ingenious yet inexpensive de- 
vice can save you time and trouble 
at every point of your day’s work. 
It takes care of all your papers and 
notes, keeps them neatly out 
of sight, yet handily classified 
and “‘findable’’ immediately. 


Send today for illustrated leaflet to: 


SHAWS OFFICE SERVICES LTD. 


109 119 Waterloo Road, London, S.E.! 











FOR SALE 
FOR SALE. National Class 2000 Hire Purchase 
Accounting Machine, purchased November 
1935. Regularly serviced and in working 
order. Offers. Write Box No, 1538, c/o 
" BUSINESS 09-119 Waterloo Road, Lon 
don, S.E. 


ADDRESSOGRAPH, motorised, complete, 
working. £20. Church Farm Apiaries, Packag- 
ng Contractors, Little Thetford, Iisie of Ely. 


For Sale—Two Addressograph 50-drawer Stee! 
filing cabinets with plinths, purchased March 
1958. Apply The Secretary Beecham 
Pharmaceuticals Ltd., St. Helens, Lancs. 


1958 Remington Ultravox ws gg | machine 
for sale complete with accessories. This mode! 

n brand new condition and will be sold 
for the best offer received. Falcon Shelis 
Ltd., 23 Highbridge Street, Waltham Abbey 
Essex. 

INDUSTRIAL SERVICES 
DRAYTON SERVICE to USERS of STEAM 
We w make a thorough investigation of 
your steam processing, and show you how 
any loss or waste of steam can be rectified. 
Where automatic contro! can be usefully 
applied or employed more effectively, we wi 
advise on the right control for the job. 
Drayton Service ranges from the design 
manufacture, and installation of complete 
schemes to the supply of a single steam trap 
or controiier For further deta write or 
phone Drayt: n Reguistor & Instrument Co. 
Ltd., Dept. MBS.4. West Drayton, Mddx. 
W. Drayton 40/2. 

MANAGEMENT TRAINING 
Courses in management. Over 30 per cent of 
all passes in B.1.M. Inter. and Final Exams., 
Hr: severa! years past have been obtained by 

1.C.S.-trained candidates. Expert coaching 


also for 1.C.W.A., C.1.S. and Ass. of Cert. & 

Corp. Accts. E.»minations. Write for details 

Internationa Correspondence Schools, 7! 

Kingsway, (Dept. 463), London, W.C.2. 
PATENTS 


The Proprietor of British Patent No. 703099, 
entitied ‘A Document Filing Appliance’ offers 
ame for license or otherwise to ensure prac 
tical working in Great Britain. Inquiries to 
Singer, Stern & Carlberg, 14 E. Jackson 
Boulevard, Chicago, 4, Iilinois, U.S.A, 
TRAVEL 

AIR TAXIS. We can fly you anywhere. New 
twin-engined aircraft, three passengers. Mait- 
and Air Charters Ltd.. 19 Hanover Square 
London, W.!. Tel. MAYfair 6821. 


WANTED 
os i equpuen, complete, and/or 
cabinets. frames cessories, etc. Box No 
1352, c/o “BUS INESS 09/119 Waterloo 


Road, London, S E. 


Representatives for, correspondence abroed, 
high earnings ction n writing. Write 
Fortuna Publish Vienna 1/8, Postfach 
49. 


ADREMA EQUIPMENT: 6 MODEL 2 RT. 
CABINETS REQUIRED CONTAINING {26 
TRAYS EACH. CAPACITY 31,500 PLATES 
EACH CABINET. BOX NO. 1539, c/o 
BUSINESS,” 109-119 Waterloo Road, London 
S.E.1. 





REBUILT 
ACCOUNTING MACHINES 

for prompt delivery. All equipment fully 
guaranteed for one year. Maintenance ser- 
vice available on expiry of guarantee. Free 
preparation of systems, training of operators 
and installation services, 

H. H. DURHAM LTD. 
8S BLACKFRI ARS ROAD, LONDON, S.E.! 

Tel. WATerloo 6081-2 
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Dictating Machine Exchange 


Special Offer: DICTAPHONE ‘Timemaster’ | | 
Spare Dictating Machines, or 
complete Sets for sale. 


HOLDINGS of BLACKBURN Led., 
39-41, Mincing Lane, Blackburn, Lancs. 





Tel: 44915 


© ONE-TIME-CARBON SETS ° 
o NCR AND PLAIN 2 
re) In Unit or Continuous form fe} 


O A specimen set or form posted © 
to us for quoting will point to e 
° saving in your printing costs 


> LIBERTY PRINTERS © 


(A.R. & RLF. REDDIN) LTO. ° 
SUNNYHILL ROAD, STREATHAM 
LONDON, S.W.16 STRestham 707 O 


DAVIES INVESTMENTS LTD. 


BANKERS 
Continue to offer 74°, on sums 
£20—£500 (withdrawal on demand) 
with extra $% on each £500 unit 
Details from investment Dept. BE 
DAVIES INVESTMENTS LTD. 


DANES INN HOUSE, 165 STRAND 
LONDON, WC2 


UIDEX fe ve fe an 
FOR Nowe trod 


Equipme bY 
GOOD STATIONERS 
EVERYWHERE 


LOOSE LEAF Colro BIRMINGHAM 


























Business Programming for Computers 
Learn to apply business problems to 
electronic data processing machines. 
Free brochure describing the corres 
dence course, ' Programming for Business 
Computers’ available on request from: 
COMPUTER COURSES, (Dept. ric 
119 Oxford Street, London, wl 
Fill in this coupon today 


Name 
Address 








Addressograph Graphotype embossing 
machine (brand new), £75. 

Adrema embossing machine, electric, £45. 

Adreme storage cabinets, 60 tray, £49.10.0. 

Block & Anderson envelope sesler, elec 
tric, reconditioned, £40. 

Burroughs adder/lister, £32.!0.0. 

Sundstrand electric lister, £27.10.0. 

Friedon calculator, £55. 

Monromatic, latest mode!, £155. 

Marchant adder/lister, for hours and min 
utes 

Comptometor, electric, latest model, £138. 

Sumiock streamlined calculator, £60. 

Gestetner, latest mode!, £45. 

Kardex cabinets, sizes (al! in ins.), 5%3, 
6x4, 8x5, 0x6, tl x é 

Shannon cabinets, all in ins.), 64, 





Roneodex, sizes (a!! in ins.), [1 x9 ti «8, 


Double Elephant ¢ fan chest, £15.10.0, 
Antiquarian drawing boards, £2.10.0. 
Office safes, various sizes. 


Send for complete lists to 
COMMERCIAL EQUIPMENT CO. 
(LONDON) LTD., 

329 Gray's Inn Road, London, W.C.1. 
Tel. Terminus 9663 
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ACCOUNTING MACHINES 


Bulmers (Calculators 
Ltd e 
Rem ngton Rand Ltd. 27 


ACCOUNTING SYSTEMS 


Art Mete truction 
Co. 63 

Gens eland-Chatterson Co. 
Ltd. 35 

Kelamarzoo Ltd. 5 


ADORNS ga 
8 


Anderson 
Ltd. 57, of 
Bulmers Calculator 
Ltd. 6 
Sur . Ltd J 


ADDRESSING ACIS 
¢ . 


Addressa Machine 
8 k & Anderson 

it 57. 40 
Comptometer 

Brita s 


ADDRESSING MACHINE 
ATTACHMENTS 

Egry Lt 

Fanfold Ltd 


Lamson Paragon Ltd 97 


ASSURANCE 
aoe & enersa 


BOOKS & PUBLICATIONS 
Pitman, Sir Isaac, & Sons I16 


BROADCAST MUSIC & 
STAFF LOCATION 
SYSTEMS 

Blick Time recorders 


Lid, 20, 110 


Dictograph Telephone 
Ltd 2 
Gent & Co. 2 
Modern Telephone Co. 
cover iv 
Telephone Renta é 


BUSINESS ACCESSORIES 
Coomt 4. A., Ltd. os 


77 he eee MACHINES 


ock Anderson 

Lid, 57, 60 
Bulmers Calculator 

Lid. 6 
Cc ymptometer Ltd. Gt. 

Britain 25 
Remington Rand Ltd. 27 


Sumiock Ltd. 


CANTEEN ~ oer 
rent ve G. F. E., Ltd. % 


Hygienic Stove Co. Ltd. 1/2 
CATERING 
Nestié Co. Lid., The 23 


CHARTS & PLAN BOARDS 


Biock & Anderson 


Ltd. 57, 60 
Remington Rand Ltd. 27 
CLOAKROOM EQUIPMENT 

onstructors Ltd. 56 
Harvey, G. A.. & Co. 

(London) Ltd. . 4! 
CONDENSERS 


Telegraph Condenser Co. 
cover iii 
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EQUIPMENT 


CONTINUOUS HANGME 
€ srter C ov . 


stlin, A Ltd i2 


Copeland-Chatterson Co. 35 

Dav Roland Office 
Equipment) Ltd Og 

Egry Ltd. 

Fanf 1 Ltd 

Hunt & ol ley Ltd be 

Lamson Paragon Ltd 97 

Liberty Printer +d 

Petty & 2 


CYCLE PARKS 


Odoni Alfred A 


DICTATING & RECORDING 


EQUIPMENT 
E.M sles & Serv 
B i 6B i 
F ps € 64 
Minne M | 
Mfg 
Re ng ® 


l ’ 
Bu ; 5) 

L .. A. 
E D 44 

re 42, 4 

Rot 4 
ELECTRIC CLOCKS 
D 3 
iBM l , ng 

Tier me dir 2. v 49 
Magr T e +4 

9 
Reliance Teles 
% 

Te n Re 4 
ENVELOPES 
Dickinson, John, & Co, 

ita 4 
FACTORY EQUIPMENT & 

ACCESSORIES 
Cementation Muffelite) 

Ltd 56 
4 netr tar + a 54 


FACSIMILE COMMUNICA. 
TION SYSTEMS 
Creed & C . 100 


FILING & VISIBLE RECORD 
SYSTEMS 


Art Meta nstruction 63 


Block 4 Anderson 

Ltd. 57, 60 
Bulmer alculator 

Ltd. 6 
Cave, C Ww & Co. 

Ltd 50 
Cc onstructor Ltd. 54 
Conclend-Cheties onCo. 35 
Kalamazoo Ltd 3 
Lamson Paragon Ltd 97 
Mason, E. N & Son 

Ltd. 58 
Remington Rand Ltd 27 
Rotadex Systems Ltd 54 
FINANCE 
industria! & Commercie 

Fimence’ Corp. 33 


& SERVICES 


FIRE ALARM SYSTEMS 


Gent & Co. Ltd 2 
Reliance Telept 

L 90 
Siemen Edison wan 

td 2, 55 
Telephone Rentals Ltd. 16 
FLOORING 

tesby j 40 

+ iM 
r ng C )s 


FLOOR MAINTENANCE 


: EQUIPMENT 
B.V f sintenance 
Equipment 9 


FOLDING MACHINES 
i k " Ande - 


, 
FLUORESCENT DISPLAY 
UNITS 
GIFTS 
HEALTH SERVICE 
Freeder B 
INDUSTRIAL CLEANING 
V Engineering 
‘per 9 
— : yiT ng 
New W ‘ 
INSULATING BOARDS 
Tentest Fibre Board 
j2 
INSURANCE 
Vulcan Boiler & Genera 
SP RNCAN GN 
SYST EM 
Dictograph Telephones 
Gan 8 Léa ; 
Modern Telephone t 
Br n >| cover iv 
Relia e n 
Ltd 90 
Siemer Edison wan 
Ltd. 32.55 
Telephone Renta Ltd. 16 
LETTER OPENING 
MACHINES 
B k & Anderson 
Ltd. 57, 60 
tae 
Siemens Edison Swan 
itd. 32, 55 


LOOSE LEAF LEDGERS 
AND SYSTEMS 
Copeland-Chatterson Co. 35 


Kalamazoo Ltd. 31 
Lamson Paragon Ltd. 97 
Remington Rand Ltd. 27 


LUNCHEON VOUCHERS 


Luncheon Vouchers 


MARKING EQUIPMENT 
Cushman & Denison Ltd 60 


MECHANICAL HANDLING 
Access Equipment Ltd. 106 
Lamson Engineering Co. 103 


MICROFILM CAMERAS 
Kodak Ltd. 47 





MOrGiR CARS 
Capitul Motor Co. Ltd. 46 


OFFICE FURNITURE 
RENOVATION 
e Equipment Rer 
vating Co, L 


xt a FURNITURE (STEEL) 
Du 


diey 

he M - >n 

: ui sé 
Harv A & 

l 4 
Lear x C E 

mer é 
Wa e f >| 

: Eq rr 26 
OFFICE FURNITURE 

(wo a 
Bu ' 

av A & 3 

at 3 4 
M E. N & 


OFFICE es AND 
_ auert 


* > 
itd, 44 
OVERALLS 
M yrar 
V H., & 
PAPER MAKERS 
Albe , 
cover ti 
PARTITIONING 
A. Harv & 
ndon ; 4 
Remington Ra j 
Wadde att 
Stee! Equipmen 1. 24 


PHOTOGRAPHIC REPRO- 
DUCING eee 


Anson. Ge & Co. Lt 29 
B k 4 Anderson 
Ltd 57. 60 
Kodak Ltd. 4) 
Mason, E. N.. & Son 
Ltd. 58 
Ozalid ° t 5 
PLASTICS 
Formica Ltd 9. 99 


POSTAGE STAMP 
AFFIXERS 
ock & Anderson 


Ltd. 57, 60 


PNEUMATIC TUBE SYSTEMS 
Lamson Engineer ng Co. 
Ltd, 103 


PRINTERS & STATIONERS 
04 


Fosh & Cross Ltd. 


Greenaway Danie 4 
Sons Ltd. 53 
Liberty. Printers Ltd. 113 
Mason, E. N.. & Sons 
Ltd. Ss 
Petty & Sons Ltd. 50 


PRINTING MACHINES 
Rotaprint Ltd. 


PUNCHED Bey SYSTEMS 
Cave, C. W., & Co. Ltd 50 
Copeland Chbrten on Co. 

Ltd. 35 


RIBBONS AND Geeepes 


Columbia 


bon Mfg Co. yb cr. 


ROTARY REPRODUCERS 
B k & Andersor 
Rotaprint Ltd 59 


SAFES 
Remingt 


SCHOOLS AND COLLEGES 


back 


manshit 24 
SEATING 

C.W.S. Du 
Art Meta 

Leabank fice Equig 
Whittle 7 Ww 


STAFF TRAINING 
ynnock & me 


STEEL STORAGE 
EQUIPMENT 


Baxte Fe % td 4s 


TELEPHONES AND SOUND 
EQUIPMENT 


' & 
Maane td 
y 
Mode , ‘ 
Britair td cover iv 
? 
~ Cuan 


ay on 


reed 


TICKET PRINTING 
MACHINES 


IBM United Kingdom Ltd 


TYPEWRITERS 
ock x Anderson 
Ltd. 57, 60 
1BM United Kingdom 
Remi ngto nm Rand Ltd, 27 
VENTILATING a ee 


olt Ventilation Lt 


WATCHMEN'S CLOCKS 
Blick Time Recorders 
20 0 


nN 


Gent & Co. Ltd. . 

IBM United Kingdom Ltd. 
(International Time 
Recording Division 49 


BUSINESS 








this is 
the one 

that selis 
best,sir... 





s 


.. Sounds good doesn’t it? Every- 
one knows it’s out on its own. . 9 
selling in millions all over the world 

the name's a household word 

It is good too, but even a golden 
enterprise like this had its headaches 
Mass Production, mass selling ...a 
large Sales Force, thousands of cus- 
tomers 

That is why OZALID was called in 
to assist with their order processing 





system 


How OZALID helps to sell more BRYLCREEM 


Representatives have more selling time by cutting clerical 
work to the minimum. 


Increased sales from a smaller sales force. 
Errors in order processing have been climinated. 


Deliveries have been speeded up. Orders now leave the ware- 
preparations, that for absolute efficiency they must house within 24 hours of receipt and no order is ever held 
, up for the preparation of paper work. 


Just over two years ago, it became apparent to County 
Laboratories Ltd., manufacturers of Brylcreem, Silvikrin, 


Vosene, Amami and many other well-known toilet 


++ 


find a business system that would relieve their sales 


* Sales and credit control have been improved. Each salesman 
; is automatically notified of calls to be made and is gives 
force from all unnecessary clerical work. They had to up-to-the-minute information om each customer's account. 

' ss oe Separat orting of calls has been eliminated and 
create more selling time and simultaneously provide the CN a oe eee i on cma ae 
machinery to speed up deliveries. The system, developed Somes I & F 
with the help of the Ozalid Systems Division, has solved We shall be pleased to send you detailed information on this 


and other uses of Ozalid Business Systems and to suggest how 
Oralid can assist you. We are grateful to County Laboratories Lid 
for permitting the description of their system and on their behalf 
request that you make your initial enquiry to the Ovalid Business 
Systems Division 


OZ A ii D BUSINESS SYSTEMS 


OZALID COMPANY LIMITED (BUSINESS SYSTEMS DIVISION), 
48 Holborn Viaduct, London, E.C.1. Tel. CITy 4903. 
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their problem and has been operating successfully ever 


since with these outstanding results. 











Access Equipment Ltd. 
Addressa Machine Co, 
Answn, Geo., & Co. Ltd. 
Art Meta! Construction 
Co. ote faa 


Baird Business Machines 
Ltd. . . 
Bartlett, G. F. E., Ltd. 
Baxter, Fell & Co, Ltd. 
Blick Time Recorders Ltd. 
20 
Block & Anderson Lid. 57 
British Vacuum Cleaner & 
Engineering Co. Ltd. 
109 
Bulmers (Calculators) Ltd. 
Burndale Office Furniture 
Co. Ltd. 


Capita! Motor Co. Ltd. 
Carter-Davis Ltd. 
Catesbys Ltd. 

Catlin, A. J., Ltd. 

Cave, C. W., & Co. Ltd. 


Cementation Muffelite 
Ltd. 
Cinex Ltd. 


Colt Ventilation Ltd. 
Columbia Ribbon & Car 
bon Mfg. Co. Lid. 
Coombs, H. A., Ltd. 
Co-operative Wholesale 
Society Ltd. 
Commercia! Equipment C 
(London Ltd. 
Comptometer Ltd. (Great 
Britain : 
Computer Courses 
Constructors Ltd. 
Copeland-Chatterson Co. 
fd. 
Creed & Co. Ltd. 


Cushman & Denison Ltd. 


Davies investments Ltd. 


Dav Roland Office 
Equipment) Ltd. 

Dickinson John & Co 
Ltd 

Dictograph Telephone 
td 

Ditt Britain) Ltd 


Durham, H. H., Ltd. 


E.M.! Ltd, Sales aq 
Services 
Ellams Duplicator Co. Ltd. 


ADVERTISERS IN THIS ISSUE 


The Classified Guide to Business and Industrial Equipment 
see page 114 


Metropolitan Fioor 


1BM United Kingdom Ltd 

















| 
ELEMENTS OF 
| MARKETING 
: By Converse, Huegy and Mitchell 
Nestié Co. Ltd., The 23 55s. net. 
New Welbeck Ltd. 105 This provocative, pertinent and 


| persuasive book is about marketing 
| Marketing from every angle and in 
| 

| 

| 


Odoni, Alfred A., & Co. every phase. It is the English 





Ltd. 112 version of a best-selling American text 
Office Equipment Renovat and for everyone in marketing it 
ina Co. Ltd. io | will show just how the Americans 

Ozalid Co. Ltd. - 2 treat the subject 
UNIT TRUSTS 
Petty & Sons Ltd. 50 AND HOW THEY WORK 
Philips Electrical Ltd. 64 By C. O. Merriman. 20s. net 
Pitman, Sir Isaac, & Sons | For the shrewd small investor, this 
Ltd. 6 book will be an indispensable guide 
to the Unit Trust method of 
investment It answers all the 
questions likely to arise, and gives a 
clear picture of the operation of 
Reed, Albert E., & Co. this sort of trust 
Ltd. 18 
nc T phone C 
ee Wile Ce SELLING IN THE 
Remington Rand Ltd. 7 EXPORT MARKET 
Rotadex Systems Ltd. 54 By T. Mansel Hodges, B.Com., 
Rotaprint Ltd. 59 M.Sc., etc 16s. net 
} This new book offers valuable guidance 
| and advice both to large firms 
seeking new markets abroad and to 
Serv Re orders Ltd. 52 smaller firms breaking into the 
Siemens Edison Swan Ltd. | export market for the first time It 
32, 55 covers all aspects of the subject 
> m amat VI achine re 
0 
Sketchley Ltd 52 ELEMENTS OF 
Stanley Works (Gt. Britain CARGO HANDLING 
P et a 48 By Col. R. B. Oram, O.B.E., E.R.D 
- a. Tilustrated, 12s. 6d. net 
This work is intended to be read 
by the staffs of dock undertakings, 
shipping companies, forwarding agents 
Tack School of Salesman and other bodies whose work 
hig 24 revolves round the loading and dis- 
Tannock & James Ltd. 28 charge of ships. It gives a sound 
Telegraph Condenser Co knowledge of the subject, both theo- 
Ltd. cover iii retical and practical, and deals 
Telephone Rentals Ltd. 4 with labour relations and other 
Tentest Fibre Board Co. allied functions, providing a glossary 
Ltd, 7 for the student of technical terms 
Trade Loose Leaf Co. Ltd. 113 and phrases 
Tu usse & Co. Ltd. 
cover ii 
Vuican Boiler & senera 
mwesico ut" | PITMAN 
ratford Stee | 
> halts % books from all booksellers 
& C itd 6 
W td ; . 
sags . Parker Street, 


London, W.C.2 





* BOILER SUITS 


* BIB & BRACE 
OVERALLS 


* APRONS, etc., for 
MEN & WOMEN 


* COATS, JACKETS 


Write for PRICES and PATTERNS 


” 
LE H. WHEELER & COMPANY LTD. 
107 London Road, Plaistow, London, E.13 
Phone: GRAngewood 407! (5 lines) 





Printed for the Propnetors, BUSINESS PUBLICA 


TIONS Ltd., vepisseved office: 180 Fleet Street, London, E.C4, England (Wate loo 3388) 
by Samuel Temple & Co. Ltd., Vencourt Place, King Street, London, W ~ a , 





6 
Advertisement, editorial and sales offices: 109 - 119 Waterloo Road, London, S.E.1 (Waterloo 3388) 
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i9Si 
We installed 
Power Factor 
Correction in a 






tennis racket 
works. 


This particular factory desired to make the maximum 
possible saving in electricity costs and in order to achieve this 
the power factor had to be raised to as near as possible to 
unity to reduce the KVA demand to the absolute minimum. 


The factory is now operating at a steady power factor of 
0.98,0.99 as guaranteed by T.C.C. and the KVA maximum 
demand has been reduced by nearly a third. showing a saving 
of £250 per annum. 


This yearly saving was assured for a single “premium” of 
£410 (the cost of condensers and automatic equipment) and 
is equivalent to an annual dividend of 61°, on the capital which 
is returned in approximately 20 months. 


After eight 
years service 
the annual 
saving is 

still £250. 
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This is a typical case-history, showing how Power Factor Correction can pay for itself 


in a very short time, and continue to cut power costs for many years to come. May we 
send you our two booklets, “The Evidence” and ‘‘More for your Money’’? These explain 
Power Factor Correction in non-technical language, and give examples of savings in a 


wide variety of industries. 


THE TELEGRAPH CONDENSER CO. LTD 


INDUSTRIAL DIVISION - NORTH ACTON 


LONDON ~- W3 - Phone ACORN 006! 





BE UP-TO-DATE, 


COMMUNICATE 


THE MODERN way 


In keeping with the Company’s policy of being in 
the forefront of technical developments in telephony, Modern Telephones 
are the first company to market a complete range of transistorised 
loudspeaking master stations tor use with internal telephone systems. 
When you require well designed, up-to-date internal telephones 

from 2 to 2000 or more lines — at really competitive prices — backed by 
a nation-wide service organisation of highly trained engineers, 


write or phone Modern Telephones (Great Britain) Ltd. 





MODERN MODERN TELEPHONES (GREAT BRITAIN) LTD. 
TELEPHONI Telesound House, 101, Tottenham Court Rd. London W.1. 


TELEPHONES 
Telephone: MUSeum 9192 (10 Lines) 





Specialists in the installation and maintenance of Internal Telephones, Internal Broadcasting, Staff Location and Time Control Systems 








